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WEIR FURNACE 
SERIAL NO. 


GUARANTEED WHEN INSTALLED 
ACCORDING TO THE 
ew-y)18):1-18 618) 8) 2 
1 4 a 9610) 
WARM & COLD AIR 
CIRCULATION 865 Sa. In. 


4 IAT 
1934, 


B. T. U. CAPACITY 


THE MEYER FURNACE CO. mers. 
PEORIA, ILLINOIS 


E above illustration is a reproduction in exact 

size of the brass plate that is permanently at- 
tached to the front of every Weir Furnace. Notice 
that it bears the individual serial number, the size and 
installation guarantee. Notice particularly that it also 
bears the certified figures of the warm and cold air 
circulation and B. T. U. Capacity. 


The ratings appearing on these Weir certifying plates 
are in accord with and based on the research work 
at the University of Illinois under the direction of the 
National Warm Air Heating and Ventilating Associa- 
tion. 

This plate backs up the Weir Furnace—it shows that 
the Weir is a good furnace and that it is sold on this 
basis of proven merit. 

And besides this remember that the Weir has a FIVE 
YEAR GUARANTEE that COVERS THE ENTIRE 
FURNACE INCLUDING ALL PARTS. ani 


The public always wants to know just whaf, 
it is buying—The Weir enables you 
show and sell the public exactly wh 
one 
it wants in better warm air heating. A C 


The MEYER FURNACE Gout 


Peoria-Illinois 
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Sept. 24, 1925. 





a Since we began selling Homer rermncce \\ 
about five years ago I have had many other furnace 
agency propositions offered me but I am amet! 


m the Homer Furnace and the Homer Furnace Company 
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I have found the Homer Furnace to be as 


represented and in all my dealings with the Homer 
Furnace Company I can't recall a single instance 
where they have ever treated me unfair. They have 
always met me half-way, then some, Will gladly 
recommend anyone who is seeking good connections to 


try the Homer line, 


Respectfully, 


Capacity 30,000 Furnaces Annually 


The fact that “Homer Dealers” are contin- 
ually being offered other furnace contracts 
without being interested, is evidence of their 
loyal and satisfied attitude. This is because 
every deal with the Homer Furnace Company 
is one which reflects the “Harmony” in the 
entire Homer Organization. We can well say, 
“Once a Homer Dealer, Always a Homer 
Dealer.” 





To further co-operate with our dealers we are 
back of them with our “Year-to-Pay Plan.” 





This enables them to sell Homer Furnaces on 
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There’s Harmony in Homer Heated Homes 


time payment and be assured that the paper is 
handled within our own organization. 


HOMER FURNACE CO., Coldwater, Mich., U. S.A. 


Homer Furnace Co., PortLanp, Ore., Pacific Coast Distributors 


Tue CINCINNATI SHEET METAL & RoorFinc Co., CINCINNATI, On10, Southern Distributors 


Janney, Sempie, Hitt & Co., MINNEAPOLIS, Minn., Northwestern Distributors 
M. A. Karp & Son, 183—6th Ave., New York, N. Y., Eastern Distributors 


MILWAUKEE Stove & FurNAce Repair Co., MILWAUKEE, WIS., Eastern Wisconsin Distributors 


SKINNER MAcuinery Company, Dunepin, FLA., Florida Distributors 


Tue AgetTNA MANUFACTURERS SALES Company, New HAven, Conn., Northeastern Distributors 
Lerrer Buitpinc Stores, Inc., STATE, VAN BUREN AND Concress Sts., Chicago Wistributors 
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What The SUPER-SMOKELESS 
Does For You! 











IS is what the SUPER-SMOKELESS Fur- 
hg he aly aa Een nace does for your customers :— 
wine alae Frm Be 1. Burns Soft Coal smokelessly. 
earns big profits. 2. Utilizes the Smoke and Soot as Fuel. 
3. Eliminates Dust and Dirt through the House. 





4. Gives More Heat with Less Fuel. 
5. Insures Healthy Living Conditions. 
6. Saves |/3 of the Owners Fuel Bill. 


And this is what it 
will do for you:— 


1. Enable you to get a real price. 
2. Insure increased sales and bigger profits. 


3. Secure satisfied customers who bring future 
business. 


4. Place you above ordinary competition. 





5. Bring more customers and bigger business. 
6. Put you in a position to reap large rewards. 


Under our new Utica Merchandising Plan, our rep- 
resentatives, co-operate closely with our dealers and 
help them sell the furnaces they buy. The SUPER- 
SMOKELESS Furnace plus our close co-operation 
make an unbeatable combination in securing more 
and better business. 


UTICA HEATER COMPANY 


UTICA, ee Manufacturers of the CHICAGO, ILL. 
CELEBRATED LINE OF WARM AIR FURNACES FOR EVERY HEATING NEED 





Cutaway View of 
SUPER-SMOKELES FURNACES 





UTICA HEATER COMPANY, Utica, N. Y. 


Gentlemen : 

Please send, without obligation to me, complete information 
about your SUPER-SMOKELESS Furnace and the new UTICA 
MERCHANDISING PLAN. 

















1 ce:.. 2 ee. Be AS TH 7 197. 
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A Crescent Radiator 
CU Without Baffle Plates or Partitions 


AFCO’ 


Trade Mark Reg. U.S. Pat. Of. 


Crescent Type Boiler Plate Furnace 
Years Ahead of Anything Now on the Market 


This new “AFCO” Crescent Type Boiler 
Plate Furnace is the result of five years’ 
intensive research and study to produce a 
Crescent radiator without baffle plates or 
partitions and without a direct draft and 
still maintain a low fuel gas temperature. 
For the production of this furnace we 
recently installed $50,000.00 worth of new 
machinery which places our equipment sec- 
ond to none in the industry and enables us 
to manufacture Quality “AFCO” furnaces 
at a very low cost. It means a better price 
and a bigger profit for you. 


A Better Radiator 


The Crescent Radiator is made of 12 
gauge steel, the heaviest used by any manu- 
facturer of this kind of equipment. 

; There are no partitions or baffle plates in- 
ba. —— a: side the Crescent Radiator. There are sev- 
sign is regarded in his eral reasons why they have been eliminated. 
community as a heating 1. Partitions or baffle plates require a di- The main body drum is riveted to the 
expert. He sells heating | rect draft to overcome these obstructions —_ftavy gauge boiler plate steel. ‘The feed 


satisfaction, we help him : ; ade i iece and extends 
when the fire is being started. 2. These Pawel yt eget tegretwg heal oan 




















poe ye nga, pee os obstructions will burn out regardlessofhow a joint. 
Write for our special they are made because there is fire on all The ach pit pouch le shee made Ip one 
—_— pr a e Ach i a sides and no outside air circulation for their extends through the casing eat pit 
tetera protection. 3. Simolified operation is ac- 400r- , There is not a single cemented 
Se ae complished by eliminating the direct draft. tarnace body. It i: built just as tight 
\ There is no necessity for a direct draft on =a ————e ae 
\ the “AFCO” Crescent. It efficiently co nge leony ene joint fer the dealer 
N utilizes the heat from the fuel consumed onc is the joint between the main body 
+ + to heat the room and operates with asur- iii, Sbout'a tablespoonfal of cement. 
%, \ prisingly low flue gas temperature. 
ae % 
a  f} For Oil B 
Gr or urning 
Ge Me F The ““AFCO” Crescent will not leak gas fumes. It sends them up the chim- 
C. > eee ney whether the chimney is hot or cold. It will make any oil burner give 
. to i ae, S better service. This is an important feature to remember. 
‘ oe ; ‘N 
% “eft “ Send for A Free Copy of Our New “‘AFCO”’ Crescent Catalogue 
Se “Sl Use the Coupon 
Oe ee ee, 
Be se, % ee Mh A i F C 
Qe Beene OSS merican rurnace UO. 
. Ss , 


NON 2 ea ee 
thet “SON N, 271831 Morgan St. St. Louis, Mo- 


\ 








When writing mention AMERICAN ARTISAN—Thank you! 
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XCELSIOR 
HEATING SPECIALTIES 


“More Heat for Less Money” 











AVE 90% on your installa- 

tion cost by using these 
Combination Stackheads and 
Registers. 





EXCELSIOR STANDARD 
BASEBOARD REGISTERS EXCELSIOR FRICTIONLESS 


BASEBOARD REGISTERS 








EXCELSIOR 
SELF-LOCKING DOUBLE 
WALL PIPE The Excelsior Famous GALVANIZED IRON 
avi ADJUSTABLE ELBOWS 
(Non-Vented) A first-class Furnace sold at a competitive price 


NO EXTRA CHARGE FOR EXCELSIOR QUALITY 


oe popularity and large demand for Excelsior Double 
Wall Pipe and Fittings are due to their sturdy construc- 
tion, accuracy in manufacture, and the fact that they are of 
the non-vented type which serves to increase the efficiency 
of the stack. Write for our No. 7-D Furnace Pipe catalog. 


The EXCELSIOR STEEL FURNACE CO. 


114-118 So. Clinton Street CHICAGO, ILLINOIS 
































Say you saw it in AMERICAN ARTISAN—Thank you! 
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2s, 20-40 D 


and (greater 
Model 


PENINSULAR FURNACE 


a Super Heater 
and why— 


1 Square ash pit — ashes easily 
* removed. 








2 Duplex Grate with outside shaker 
* don’t have to open ash pit door 
to shake furnace, may be done in 


a standing position, easy to keep 
ashes away from outside of fire. 


3 Very large flanges on fire-pots to 
* allow plenty of room for expan- 
sion and contraction. 


4 Opening at top of feed section is 

* as large as both sides of radiator, 

making for wonderful combus- 
tion. 





5 To clean out furnace simply lift 
*off clean-out door and insert 


brush. The bottom of radiator 
Over $50, 000 is practically flush with bottom 
was spent in designing, perfect- of clean-out. 


ing and testing this new 20-40D 
Furnace. But it’s a furnace and 6. a 

a heater you'll do real business 7 Space for air passage between 
with. Tell us to talk 20-40D to * radiator and feed section very 
you now — it’s an achievement large. This is the main reason 
that means profits to you. why it is a super heater. 


Write for interesting special circular today. 


The PENINSULAR STOVE COMPANY 
DETROIT CHICAGO 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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Torrid Zone Furnace 


OT only today in its highly developed and improved form, but ever since its first appear- 
ance on the market, the Torrid Zone furnace has been fundamentally sound in design. 


When you choose a furnace you should be sure to select one that possesses construction 
that is in complete harmony with the true principles of better warm air heating. 
In"doing so you will find that sales and profits will come easier, and that you are build- 
jng a®reliable furnace business. 

Torrid Zone Furnaces have been making easier and more profitable sales for dealers for 
over thirty years. The Improved Type E, illustrated above, is not only for quality busi- 
ness but also for quantity sales. 


It boasts some very important and exclusive features, embracing Dovetail Collar, Radi- 
ator Damper Assembly, Brick Guards, Grates, Water Pan and Base Ring. 


It is theJideal type of quality furnace. The Torrid Zone furnace is made in 59 sizes and 
styles and it meets the demand for every type of home. /t is creating additional warm 
air heating*business right now for hundreds of dealers. 


Have us tell you about the Torrid Zone in 
detail along with particulars on the agency 


Made by the World’s Largest Manufacturers of Steel Furnaces 


The Lennox Furnace Company 


Marshalltown, Iowa Syracuse, New York 











When writing mention AMERICAN ARTISAN—Thank you! 
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A New Sales Feature 


You don’t have to stand on your head or break 
your back to operate this new grate. It works 
amazingly easy, too—dumps ashes and clinkers 
quickly. It is a wonderful selling feature and is 
boosting sales of Oakland Furnaces. It’s boosting 
profits, too! Are you getting yours? 


Write immediately for full details, prices and discounts. 


OAKLAND FOUNDRY CO. 
Belleville Illinois 


5 year 


guaranteed 
grate! 

















Type E 
OAKLAND FURNACES 








i) You Can Buy Cheaper Furnaces 


F you are looking for a “price” connection, this adver- 
tisement is not for you. But if you want a furnace 
leader that you can stake your reputation on—one that 

has the greatest number of exclusive points of superiority 
—one that builds business for you—you should get all 
the details of 


TITAN 


Superheater Furnaces 


Titans have patented gas tight firepot 

Titans have patented wavetop combustion chamber 
Titans have patented shaking roller grate 

Titans give more heat for less fuel. 





We have an especially attractive proposition for the large buyer 
who is satisfied only with the highest quality furnace for his trade 


Write today for details 


STANDARD FOUNDRY & MFG. CO., DeKalb; illinois 





Say you saw it in AMERICAN ARTISAN—Thank you! 
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Why is the Front Rank Furnace a steel furnace? Why has 
this company stuck to the use of steel when so many have 
been using cast iron? 

The truth is that during our 38 years of manufacturing fur- 
naces, we have made and sold both kinds. We have kept care- 
ful check on each type—compared results—repairs—service 
—length of life. There can be only one conclusion—that 
steel furnaces really satisfy the home owner. 


Our experience has taught us one other thing—that the public, when 
the superiority of the Front Rank is honestly explained, is more than 
willing to pay a greater first cost in exchange for the many advantages 
which the Front Rank affords. 








You, asa furnace dealer, with a de- 
sire to build a healthy business, 
owe it to your own pocketbook 
and to the welfare of the cus- 
tomers who spend their good 
money with you, to start right 
with a Front Rank Steel Furnace 
installed by the Standard Code— 
then success will be yours. 




















Up-to-date, businesslike Front Rank dealers are our best testimonials 
of what you could do with the Front Rank agency. Write today. 


LANGENBERG MFG. CO. 
4545 N. Euclid Ave. St. Louis, Mo. 
Shipments made from St. Louis, Mo., Lincoln, Nebr., Richmond, Ind., and Pittsburgh, Pa. 


;RONT RAN K 


Warm Air Steel Furnaces. 


Say you saw it in AMERICAN ARTISAN—Thank you! 























ti 











10 AMERICAN ARTISAN AND HARDWARE RECORD April 17, 1926 


BACKED BY OVER TWENTY YEARS’ 
EXPERIENCE IN MAKING GOOD FURNACES - 


Wivt 


, ‘HE splendid intensive work that has been going on in the past ten years for the 





scientific advancement of the warm air heating industry is bearing fruit in many 
ways. 
One of the things that we have noticed and which has made Wise Furnaces easier to 
sell is that the men who set up in the warm air heating business now-a-days know more 
about warm air heating and furnaces. 
The knowledge of warm air heating they possess not only enables them to do better work 
and land more jobs, but gives them the proper interest in their business. 
Their knowledge of furnaces enables them to choose their lines better—to pick substantial 
quality and reliable manufacturers. 
We say we have noticed this, which means that Wise Furnaces are being chosen by men 
who are making a practice of picking their furnaces carefully. 


Wise Furnaces are modern in all respects and besides reliable, uniform quality 


they possess all of the desired features. 
You sell a finely balanced furnace when you sell the Wise—construction that 


makes good and al a fair and profit-making price. 
Write for complete Wise catalog today. 


The Wise Furnace Co. 
Akron, Ohio # 








When writing mention AMERICAN ARTISAN—Thank you! 
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The Attractive, Avondale |{ 
Home of Mr John Beck (? 


Red Bud Ave Cincinnati. 
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Are You Selling Com/fort 
or Merely Heat? 


YBOLT dealers secure the most desirable business in their 
communities because they are continually preaching and selling 


winter comfort in the home. 
Temperature (heat) is only one of the essentials of comfort. 
Air Motion and Humidily are equally necessary, not only for 
comfort but for health.. 
T T-._~Ss Nothing but a warm air circulating system can supply all these essen- 
tials but warm air will not attain the supremacy which it deserves 
until every dealer is selling the warm-air system on its merits rather 
than on price. 
Sell comfort—and tell them what is necessary to obtain it. 

Rybolt Catalogue and dealer proposition free on request. 
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2, The RYBOLT Heater C ompan y- 





ASHLAND--+-OHIO 


















































Branches 


INDIANAPOLIS 














| CINCINNATI 





























Say you saw it in AMERICAN ARTISAN—Thank you! 
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It wrecks 
some furnaces 


—the kind of slam-bang treat- 
ment that careless janitors give. 
Where there’s a big space to be 
heated, and the owner can’t 
look after it himself, you can 
sell a Wiechert Pipe Furnace. 
Both the No. 20 Series Round 
Type and the Heavy Duty 
Series are built for hard service 
and plenty of it. Economical 
of coal—but every Wiechert in- 
sures comfort in zero weather, 
nevertheless. And we defy a 
janitor to wreck it. 


There’s a mighty good profit 
for you figured into the price: 
Write for our discounts today. 


St. Clair Foundry Corp. 
Centralia, Ill. 


No. 20 Series Pipe Furnace 
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You Can Meet 


‘THE VERNOIS 
line includes 
both Pipe and 
Pipeless Furnaces. 
You can offer ev- 
ery home owner 
the precise type, 
style and size of 
furnace that will 
give best service in 
the building where it 
is to be installed. You 
can meet price com- 
petition with a quality 
furnace that will de- 
liver ample heat with- 
out fuel waste. 


Pipe and Pipeless Furnaces 
‘are built for durabil- 
ity and efficiency with 
big radiators, extra 
heavy combus- 

tion domes, 
two-piece fire- 

pots and other 
construction 
features that in- 

sure customer 
satisfaction. 

Write for cata- 





log A-8 and 
dealer proposi- 
tion—now. 


MT. VERNON FURNACE & MFG. CO. 


MT. VERNON, ILL. 


mb 


|VERNOIS} 





a Vernois S 


Every Requirement 














Features of the 











No. 2 


The sill is cast directly on 


and joints. 





Write today for CHICAGO OFFICE 
complete attrac- > Clark St. 
tive agency . . > Mana 
details Linecin 0091 _ 











St. Louis, Mo. 








MELLOW 


Warm Air Furnace 








Combustion Chamber 


HE combustion chamber of the MEL- 

LOW Furnace is of unusual design. 

The large space affords room for com- 
plete combustion and greater heating 
surface. Notice also the large corrugations 
which give increased heating surface. 


to the main 


section, which eliminates all bolts, screws 


Liberty Foundry Company 























Mention AMERICAN ARTISAN in your reply—Thank you! 
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SECURITY 


PIPE AND PIPELESS 


WARM AIR FURNACE 





\\/ \\I/ 
wy WY 
 S TIW 


The ‘‘GEM’”’ of the World 












N order to keep our foundry completely 
The covered up with work, we need a limited 


OVER SIZE amount of carloed business from wel 
FURNACE AND 





that is We are willing and able to make 
HIGH QU ALITY VERY ATTRACTIVE PRICES TO DO IT 
AND OUR CAPACITY RATINGS ARE BASED 
LOW PRICED ON STANDARD CODE SERVICE 


The agency for this 
popular, easy to sell, 
easy to install, high 
grade furnace is a 





SECURITY 


bata BURNER 














REAL 
MONEY 
| MAKER 
: WRITE TODAY FOR 
FULL DETAILS 
SAFE, SANE AND 
ROBINSON FURNACE CO. SATISFACTORY 
228 West Lake Street Chicago, Ill. 
Wy, Wy, SECURITY STOVE & MFG. CO. 
= ee = $n KANSAS CITY, MO. 
AWS TiS 








When writing mention AMERICAN ARTISAN—Thank you! 
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MAKES FURNACES TIGHT 


Six years’ manufacturing 











PECORA FACTS " 
1, ton witt me | experience has enabled 


this ce- 


where 
mentwiistart | us to develop Pecora As- 






Makes a tight 
job. 





Pecora is odor- 


bestos Furnace Cement 
tueaytoue| to the highest degree of 


and economical 


Dose net shrink | Cement efficiency. 


in joints. 





PF $F 














Its heat resisting qualities, 
non-shrinkage and ease of application 
are some of the points that have caused 
its use by quality manufacturers and 
installers. 












TELL US YOUR NEEDS 


PECORA PAINT COMPANY 


Fourth and Erie Avenue 


PHILADELPHIA, PA. 









EST. 1862 BY SMITH BOWEN 














Say you saw it in AMBRICAN ARTISAN—Thank you! , 
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CUSTOMERS WILL TELL YOU 


You can use every ounce of it,—the bottom of 
the package is just as good as the top. 





Pecora Asbestos Furnace Cement is not the 
cheapest—yet it is the most economical. And 
here’s why :— 

It goes further—lasts longer—makes gas-tight 
joints—satisfies customers and makes friends of 
them. The majority of the manufacturers 
of furnaces use Pecora As- 
bestos Furnace Cement simply 
because it delivers the goods 


and there are no come- 
backs. 


We are also manufacturers of 
Fibroid Stove Putty. 














WRITE FOR DETAILS 


PECORA PAINT COMPANY 


Fourth and Erie Avenue 
PHILADELPHIA, PA. 


INCORPORATED 1911 














Mention AMERICAN ARTISAN in your reply—Thank you! 
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Only real quality 
can make real 
profits for you— 











ND when you decide to sell steel furnaces, 

which you will some day, remember that 

the construction of the furnaces illustrated 

here has the features of construction that have 
made 


“HOME COMFORT’ 


Steel Furnaces 
famous favorites for over half century 
True their construction has changed with time, but 
only when real quality features could be added. Re- 
cent improvements on Home Comfort furnaces have 
increased their heating surfaces and made them 
more efficient and economical consumers of fuel. 


(Notice the gas and soot consuming features shown 
on the feed door.) 


We have a special circular called “A Dozen Appeals 
to Reason” which points out some of the “Home 
Comfort” features. Write for it today. 


ST. LOUIS HEATING CO. 
2901-11 Elliot Ave., St. Louis, Mo. 


PITTSBURGH Lo a me 
Wagener Bros., 3605 Street 


-——FURNACE—, 
. 


GUARANTEED 
PERFECT FIT 


M\< ¢ REPAIRS 4 


Large Complete Stock 
: Accurate Prompt Service 


NORTHWESTERQ] ; 


STOVE REPAIR CO., CHICAGO 


Yes, we admit | BOILER 
it’s Attractive F A N N E R 


































it’s Efficient 
it’s Economical 


it’s the Vol-Yum register STOVE 
for volume Furnacework FURNACE 






for volume Profits. 


Mail coupon today for interesting prices and information. 


TRIMMINGS 


For Quality and Service use 
FannerTrimmi We operate 
our own Malleabis and Gray 
Iron Foundries. 


Rock Island Register Co., 
Rock Island, Ill. 























you may send your interesting prices and infor- Watte today fer latest § illustrated 
mation on Vol-Yum registers. our 

inne No lie OR THE FANNER MFG. COMPANY 
City and State | BROOKSIDE PARK CLEVELAND, OHIO 














se When writing mention AMERICAN ARTISAN—Thank you! 
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Step up and take 
your profits early 


ON’T wait until every other dealer in your district 
takes the cream of the warm air heating business 

before you decide to step up and go after business. 
Take hold of a reliable up-to-date line of furnaces and 
get yourself firmly established as the leading warm 
air heating contractor in your town. 
You know that there is big money to be made — step 
up and get it. 
First get the right line of furnaces—the ATH-A-NOR 
brand is known for Quality, Economy and Excep- 
tional and Powerful Efficiency. 
or ge of construction that are exclusive and time 
tried. 

Why not have us tell you all about ATH-A-NOR fur- 

naces and the ATH-A-NOR agency? Write today. 


The MAY-FIEBEGER 
FURNACE COMPANY 
Newark, Ohio 
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A partial view of our 
Testing Laboratory 


Furnaces 


are built with the view of giv- 
ing service, comfort, low up- 
keep, satisfactory operation and 
long life. 





Our Laboratory tests every 
step from raw materials to fin- 


ished product. 


Every furnace is mounted and 
assembled before leaving our 
plant to insure proper fit. 


Niagara Dealers know that they 
are made right and will perform 
right. 


The Forest City Fdy. & Mfg. Co. 


1220 Main Avenue Cleveland, Ohio 


The Forest City Foundry 
and Manufacturing Co., 
Cleveland, Ohio 


Send us complete information on Niagara Furnaces at 
once. 
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BRILLION 


| Furnaces | 





Super Construction and High 
Quality—at a price 


RILLION Furnaces have had unusual 
success—dealers have increased their 
sales and profits with BRILLION and in 
most cases without special sales effort. 


And the reason is simple—BRILLION 
Furnaces are high quality and of latest 
design and because of our low cost 
method of merchandising the price is un- 


usually low. 


| These are some of the up-to-the-minute features 
found on BRILLION Furnaces: | 
| LEVER SHAKER HANDLE—FULL CAST FRONT 
—EXTRA LARGE DOUBLE DOORS—EXTRA 
| LARGE WATER PAN—EXTRA LARGE ASH PIT 
| —EXTRA HEAVY CORRUGATED FIRE POTS— 
| LARGE CAST CONVERTIBLE RADIATOR WITH 
PERMANENTLY TIGHT JOINTS. 


Write today—right ae fill in and send the 


cou and you soon be selling BRILLION 
at the best profit you ever made. 


| BRILLION FURNACE CO. 
| 200-300 Park Ave. 
































Brillion, Wis. 
Chicago, Ill. Milwaukee, Wis. 
Minneapolis, Minn. Seattle, Wash. 
bm ca nn a eae eee ees _ 
BRILLION FURNACE CoO., AA. 


200 - 300 Park Ave. 
Send me full details and prices on BRILLION FURNACES. 
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Abundant heat --clean 


Economically with a 
correctly designed steel 
furnace built to deliver 
real heating service for 
more than a lifetime. 


C2 to your prospective customers with a story 
if you must, but have a furnace on your sales 
floor that more than lives up to it. Have a furnace 
that gives them the simple demands that they want 
and deserve for their money and your profits, both 
present and future, are assured. 


MARSHALLTOWN 


Steel Furnace 


A MIGHTY and durable generator of clean heat. 
Built of high grade steel after a new fashion— 


a real superior idea of furnace construction. 


You as a practical, experienced heating man will 
recognize Marshalltown features as being truly 
better furnace construction. Let us send you detailed 
information and let us put you wise toa sales agency 
plan that is interesting: 
Write today for illustrated 
catalogs and prices 


MARSHALLTOWN HEATER CO. 


MARSHALLTOWN, IOWA 
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urnace This Unusual Guarantec Appears 








ae 


adit diate 


This is our 50th 
year in business. 
We have an at- 
tractive 50th 
anniversary sou- 
venir for you 

—-write and ask 
us for one. 


5". 


this oy wae 





Gilt Edge 
Progressiveness 


—“And will furnish free of charge 
at any time parts found defective’’—so reads the 
clincher in the Gilt Edge unqualified Zuarantee appearing 
on the front of each Gilt Edge Furnace leaving the factory. 


How easy it is Boing to be to sell Gilt Edge guaranteed fur- 
naces in competition—the prospective purchaser asks 
about the durability—the answer—an unqualified lifetime 
Zuarantee covering every casting in the furnace. 


How can we afford to so broadly guarantee Gilt Edge Fur- 
naces? Because of fifty years experience in manufacturing, 
heating equipment. A thoroughly efficient design—correct 
mixture of iron—improved casting methods—experienced 
moulders and a competent inspection department together 
with the splendid past performance of thousands of Gilt Edge 
Furnaces in operation for ten, twenty, thirty and even forty 
years gives us explicit confidence in the lasting qualities 
of Gilt Edge castings. Right now you have an opportunity 
to increase the furnace business in your community— Get 
there first—overcome competition—with the quality 
furnace—the Guaranteed Furnace— Gilt Ede. 


Write or wire today for the 1926 
Gilt Edge Agency Plan 






E GUARANTEE 
and WARRANT 
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SB LAINIE 


ify THEREAL 
@ BUILDING SEASON 
#3 HAS OPENED! 


fROM now on, for several months, 


you will be installing furnaces. 


You will want your fittings and sup- 
plies to reach you promptly. 


You will want to KNOW that every} 


item you use is “there to stay —to 
last as long as the building they go into. 


You will be assured of both if you 


USE 
HANDY PIPE 


F. MEYER & BRO. CO. 


1311-13 S. Adams St. Peoria, Illinois 
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100% Free Air Capacity 











The 
Improved 


STEARNS 
REGISTER 


Just Out— 


HE finest job of free air capac- 
ity designing on the market. 


No loss of strength— 


No loss of neat appearance— 


It’s the one register that gets the 
air across and still does not look 
like a hole in the wall. Write for 
list of capacity sizes today. 


Our production facilities have 
been increased and we can now 
take care of additional business. 
See the Improved Stearns Regis- 
ter now. 


Our selling plan saves you money. 


Write for our catalog and prices. 
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Features- 














100% Free Air Capacity 
The enlarged openings have increased the free 
air capacity so that we now can guarantee full 
capacity. For example 9x12 Baseboard Register 
has 73 sq. inches and is intended for 9 pipe 
which has a capacity of 63”. 


Exclusive Patented Operating 
Device 
The only operating device of its kind on the 


market. It does not -use springs or tension. 
Simple and effective. 


Superior Finishes 

The highest type of finishing is used on Stearns 
Registers. They are furnished in all the regular 
electro-plated effects. Also finished in popular 
lacquer finishes such as Brush Brass, Antique 
Brass and in perfect replica of Oxidized Copper. 
These lacquer finishes sell on same list price as 
White Japan. 


Quality Construction 
Stearns Registers are sturdily constructed in 


every respect. They are exceptionally good look- 
ing and suitable for the finest homes. 


. 
Sales Policy Lowers Cost 
Let us send you a sample together with our prices. 
We will show you how you can buy first quality 
registers at a saving by taking advantage of our 
sales policy. 














STEARNS REGISTER COMPANY 


617 Fort Street 


Detroit, Michigan 








Say you saw it in AMERICAN ARTISAN—Thank you! 
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Light and Strong 


OU know the worth of a register which combines 
light weight with great strength. It’s just this 
combination which makes our Semi-Steel so popular. 
Plus, of course, the expected T & B quality of 


workmanship and finish. 


T & B Semi Steel Registers have a steel bottom and 
a cast face. They combine the advantages of the 
All-Steel and All-Cast. They are light to handle, 
yet the depth of the face adds strength and good 


appearance. 





Style 60 (Semi-steel) 


Of course, the bottoms have the exclusive T & B bevel 
for easy fitting. The faces are furnished in various 
designs and finishes including the popular Cobble. 
There is more to say about T & B Semi-Steel Registers 
than we can squeeze into this page. Drop us a line 
and let us tell you about them. 





peasy wecthnres TUTTLE & BAILEY MFs Co. 
-Makers of ‘Registers for 80 years 
36 Portland Street, Boston 441 Lexington Avenue, New York 1123-29 West 37th Street, Chicago 
704 Last 18th Street, Kansas City Bridgeburg, Canada 


Registers 


T & and Grilles 


When writing mention AMERICAN ARTISAN—Thank you! 
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Warm Air Pipe 
and Elbow— 


TIN PLATE 


| pom | 
Stocks 


[_ | 


CHICAGO ana PITTSBURGH 


Prompt 
and 


Dependable 
Service 


eee ee 


C. S. DAVIS *, COMPANY, !*<. 


TIN PLATE---SHEET STEEL 
37th and Iron Streets Chicago, Illinois 


Warehouses 
CHICAGO -- PITTSBURGH -- NEW YORK 
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ies. 


FOR SALE 


ANUFACTURER and Mer- 
chandiser of Stove and Fur- 


me} nace repair parts having to va- 
cate the premises now occupi 
concluded to retire from business and 
offers for sale his entire and extensive 
equipment of patterns, also stock of 
Stove and Furnace repair parts. 
Everything in good manufacturing 
and merchantable shape. A favorable 
opportunity for those desiring to en- 
gage in the business or add to their 
existing equipment. Attractive prices 
and liberal terms to responsible part- 


Correspondence solicited from 


those interested. 


Address 


J. Q. W. % American Artisan 


620 S. Michigan Avenue, Chicago, Illinois 














HOWES 


Made from 
heavy steel 


YANKEE 


extra 





in one piece 








DAMPER CLIPS 


- Handle and rod 


1” rod 


Rivet 
Samples Order through 
to trade jobbers 
THE S.M.HOWES CO. 503 Medford Street 


Charlestown, Mass. 














BOLTS 


WE MANUFACTURE A COMPLETE LINE 
OF BOLT PRODUCTS, INCLUDING STOVE 
BOLTS, CARRIAGE BOLTS, MACHINE 
BOLTS, LAG BOLTS, NUTS, ETC. ALSO 
STOVE RODS, SMALL RIVETS AND 
HINGE PINS, CATALOG ON REQUEST. 


THE KIRK-LATTY MFG. CO. 


1971 W. 85th St. Cleveland, O. 
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The study of warm air heating 
is not complete without a com- 
plete knowledge of 


ASBESTOS 
Insulation 


SBESTOS products are regarded as the most effective 
for furnace installation. : 


Sal-Mo Asbestos Insulating products have been used as the 
best by the furnace trade for over a quarter of a century. 


The Sal-Mo line is complete and includes— 


PAPER ann BOARD 


PIPE COVERING 


CORRUGATED 
PAPER 


AIR-CELL BLOCKS 
CEMENT. ETC. 


THs chart, which is sent 
FREE on request has 
been prepared by Sal-Mo 
engineers from data taken 
from exhaustive tests. 














It gives scientifically cor- 
rect figures for proper fur- 
nace insulation. It will 
help you do better and 
more accurate warm air 
heating work and help | 
you sell more jobs. 


Send the coupon today | . 
for your free chart. 


ASBESTOS DIVISION 


SALL MOUNTAIN COMPANY 


CHICAGO 


SCRANTON BOSTON 
Factories: 


Porter, Indiana 
Scranton, Penna. 


Factories: 
Rockdale, Ohio 





Warehouse: 45 Commercial Wharf, Boston 
oe 
SALL MOUNTAIN CO. AA 

140 So. Dearborn St., Chicago, Ill. | 
6 Send me without obligation Fuel Chart “E.” 
g NOME .n ccc c cece ener e teen eee eee eee ee eee eee teas eee eee esse 


7 DEBTOED 060 ccedeseeessccceccccccccccccccccccccescceqoesoceses 
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Published to serve 


Stove and Hardware 


Industries 
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An explanatory note regarding servic 









is now nearing the completion of a half century of service. For almost fifty years 

catered to the needs of the men in the industries which it represents. At no time during 
its long and succe. career has AMERICAN ARTISAN been in a better position to render 
complete, adequate service to its readers than it is today. In addition to the matter con- 
tained in our regular weekly publication, we maintain Service Departments for the use of 
our readers. If you have a problem to solve, we courteously invite you to submit it to us 
for solution. In what better way can we learn of your problems than from you direct? 


IEVEMENT 
to readers of AMERICAN ARTISAN. This 
e 30 ot 
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Why it Pays 
to Install 
the Meteor! 






THE THATCHER 
METEOR 







VERY TIME you install a Thatcher Meteor Furnace you make a friend who 

becomes an enthusiastic and valuable booster for you and for Thatcher Serv- 
ice! The METEOR always makes good because it is especially designed—by a 75- 
year-old organization of heating experts—for economical, healthful and simple op- 


eration in the home. 


It is ECONOMICAL because its construction insures the maximum of heat 
from the minimum of fuel—whether hard or soft coal or wood is used. It is 
HEALTHFUL because the warmed air is purified and moistened before it enters 
the rooms—and the METEOR being of air-tight and dust-proof construction, this 
healthful, warmed air is free from dirt and soot. It is SIMPLY OPERATED be- 
cause the large feed door makes the fire always accessible. Firing periods are few 
and far between. The triangular grates are very effective and easy to operate. 


Let us tell you the whole story of this remarkable furnace and the really 
helpful co-operation we offer Dealers. 


THE THATCHER COMPANY 


Formerly Thatcher Furnace Co. 
Since 1850 
21 West 44th St. 39-41 St. Francis St. 341 N. Clark St. 
NEW YORK NEWARK, N. J. CHICAGO 
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AMERICAN 


INTERNATIONAL 
F-conomy 


BLUE FRONT 
FURNACE 
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ATTRACTIVE 
Homeowners and home building 
contractors everywhere are specifying 
Blue Front Economy Furnaces. They 
like the rich blue finish placed on the 
front. It’s a feature that will help you 
sell the Economy. 


LARGE AIR CAPACITY 

Unusually large casings permit a 
correspondingly large air passing ca- 
pacity. The heating surfaces are in 
proportion. 


NO GAS OR DUST LEAKAGE 


The ashpit extension, feed chute and 
cleanouts extend through the front to 
eliminate gas or dust leakage. The 
front is purposely made narrow to re- 
duce the amount of heat radiated into 









































the cellar. 
This picture shows the No. 2244 
size; 22° firepot and 44” casing. Ec pate” ERFUL Me ts 3 
. . . ” onomy Furnaces are low in price 
Air passing capacity 663”. peamer gh Dispatched refiner ents 
of design that make them wo | 
NOTE THIS: values. Low prices on all sizes are 
The massive cast iron radiator made possible by quantity production 
on the size is 37” in diameter and and modern manufacturing methods. 
so designed that 50% of the air Let us help you get acquainted with 
passes toward the center over the the unusually fine Blue Front Econ- 
hottest castings. omy Furnace. 






INTERNATIONAL 


HEATER uTica,n.y. COMPANY 


NEW YORK CHICAGO CLEVELAND DETROIT NASHUA, N. H. 
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Left, L. Wayne Arny, Director of Public Relations; Center, E. B. Langenberg, Reélected President; Right, Allen W. 


Williams, the “Only” Secretary 


Furnace and. Register Manufacturers 
Vote $63,500 for Advertising and 


Publicity Work 


Suggests Changes in Standard Furnace Code 


at St. 


HE voting of an appropriation 
of $63,000 for advertising and 
publicity work, to be used by the 
association during the coming year, 
and the unanimous approval of the 
work of the Department of Public 
Relations were among the many im- 
portant things accomplished during 
the first day’s session of the thir- 
teenth annual convention of the Na- 
tional Warm Air Heating and Ven- 
tilating Association. The meetings 
were held in the beautiful Hotel 
Chase, St. Louis, Missouri, Wednes- 
day and Thursday, April 14 and 15, 
1926. 
The convention 


really opened 


Louis Convention 


By Georce J. DuERR 


Tuesday evening when a group of 
manufacturers made a special in- 
spection of the Beaumont School. 
The equipment of this _ school 
utilizes the most recent methods and 
devices for conditioning the air. 

A most cordial address of wel- 
come was extended the delegates to 
the convention by Victor J. Miller, 
Mayor of St. Louis. Mayor Miller 
spoke briefly but with zest of St. 
Louis’ growth as the miracle city of 
the world from point of parks, 
drives and fine buildings. He ex- 
pressed the hope that each and every 
delegate would enjoy to the utmost 
his stay in St. Louis. 


in Hotel Chase 


President E. B. Langenberg then 
made his annual address, which fol- 
lows: 

Annual Address of President 

In the January issue of the Af- 
lantic Monthly there is an article 
entitled, “From Main Street to 
Wall Street,” written by William 
Z. Ripley, in which the question of 
whether industry should manage 
itself or be controlled and man- 
aged by Wall Street was very ably 
discussed. 

The article brought to my mind 
the necessity for this organization 
to take account of its own affairs 


as regards representation, assets, 
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liabilities and a general summing 
up, to the end that we may know 
definitely the trend of our own 
affairs. 

Every well regulated company or 
corporation has a definite period 
for taking inventory and for mak 
ing up a statement of profit and 
loss, and as we have just finished 
twelve years of constructive and 
cooperative work where the re- 
sults have placed us on the right 
side of the ledger, and as no such 
analysis has heretofore been made, 
‘I am going to endeavor to sum- 
marize as briefly. as possible the 
assets and liabilities of this organ- 
ization, analyze our past perform- 
ance and place before you facts on 
which you can base your judgment 
for future operations. 


I am not interested particularly in 
any performance except as it has 
been the cause of present results. 
This is like standing on the banks 
of the Mississippi and wondering 
where the source of so great a river 
might be, but a short trip into Min- 
nesota will soon locate the source, in 
a place called Itasca, where there is 
but a small trickle of water from a 
clear spring. Much more interesting 
is it to follow the river down and 
see it swell, expand and grow to 
mighty proportions as it finally 
empties into the Gulf of Mexico and 
the ocean. It is the broad view- 
point of the future that appeals to 
us. 

The list of our assets is not a 
long one. 

First, inventorying our physical 
assets, we have a $25,000 Research 
residence at Urbana, Illinois, that 
stands head and shoulders above any 
like undertaking in the world. We 
have reason to be proud of this and 
to consider it as of prime importance 
in the first three major assets. .Its 
intrinsic value means very little to 
this organization with its vast capi- 
tal and resources, and I know of 
nothing, unless it be deliberate in- 
efficiency, that will ever lessen the 
value of this one asset. 

We have a certain amount of 
office equipment which is practically 
negligible, and while I know it is 
good business to keep expenses to 
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the minimum, still I do feel that our 
present office, its location and _ its 
equipment do not represent in the 
best way the high standard of this 
organization, The president of a 
bank rarely wears overalls except in 
his back yard. 

Secondly, active membership of 
96 member firms, representing an 
invested capital of over $400,000 
and an associate membership of over 
500, working in absolute harmony 
and with a motive that has as a 
foundation better service to the pub- 
lic. This is an asset that might pos- 
sibly be raised to a much higher 
figure. The quality of any additions 
should be carefully considered so 





Professor A. C. Willard, Dean of 
Research Staff 


that our original capital will not be 
impaired. 

The present membership has just 
completed twelve years of coopera- 
tive work, eight years of laboratory 
research, two years of residence re- 
search, three years’ use of the 
Standard Code and a year of telling 
our story to the public. This, of 
course, has not been done through 
any one man, nor any small group 
of men, but has been made possible 
by the efforts four major and five 
minor committees, as follows: 

First, the Executive Committee, 
which holds a check on your active 
officers and makes recommendations 
covering assessments and expendi- 
tures, and who handle a mass of de- 
tail which if ordinarily presented to 
a convention would waste everyone’s 
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time and prolong our meetings. 
This is as it should be. 

Secondly, our Research Advisory 
Committee, with which you are fa- 
mifiar. 

Thirdly, our Joint Code Commit- 
tee. That group of men, who, while 
they have lost parts of their physical 
anatomy, have thus far retained a 
mental grasp of the fundamental 
fa cts that govern our future, and 
we can at least be thankful that with 
such great personal ‘sacrifice they 
have stayed on the job’so long a 
time. 

Fourthly, the New Publicity Com- 
mittee, which came into being two 
years ago and which is gradually 
feeling its way towards a thorough 
understanding of our problems, and 
who will suggest many remedies for 
overcoming obstacles that at the 
present appear unsurmountable. 

Up to the present time the Legis- 
lative Committee has been consid- 
ered a minor committee, but its ac- 
tivities during the past year and the 
possibilities of the future are so 
great that few of us realize the 
amount of work that it is going to 
take to accomplish the results that 
this committee has set out to com- 
plete. 

Our Architectural Advisory Com- 
mittee, our Freight Container Com- 
mitte, our Simplification Committee 
and our new Membership Commit- 
tee are all important and have a 
place in this organization, and my 
only regret is that I cannot find 
work enough to keep these men 
busy. 

Another asset of which we are all 
proud is our Research staff, com- 
posed of Professor A. C. Willard, 
Professor A. C. Kratz and Profes- 
sor V. S. Day. We might safely say 
that there are a great many more 
professors and scientific men at the 
University of Illinois who are inter- 
ested in our work and are contrib- 
uting to the sum total of our knowl- 
edge, but it is because of the value 
of what we are doing that they are 
showing their interest and not for 
any other reason. 

Do you know that a good secre- 
tary is an asset of any organization ? 
And I propose to make our secretary 
blush with pride when I tell you that 
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[ have seen secretaries and secre- 
taries, but for downright business 
ability, clear thinking and a rather 
conservative bashfulness about of- 
fending one, I have never seen the 
equal of Allen W. Williams, and | 
don’t mean maybe. 

We have just acquired a new 
asset. I might say the baby of the 
family. Only about eight months 
old, but this baby has already found 
his voice and his ability for letting 
the world know that he is in exist- 
ence, and that we are in existence 
gives much promise that in the near 
future we, as a family, will be at- 
tracting considerable attention as we 
walk down main street; and this is 
as it should be, because we should 
not hide our light under a bushel. 
The one thing that we must take 
care of is that we do not present our 
side of the story merely to convince 
ourselves. That would be like a 
meeting between the coal barons and 
the miners’ union, where each side 
presents such wonderful, logical ar- 
guments in its own defense, but con- 
vinces no one but itself and over- 
looks the one great rule that should 
governmankind, “The Golden Rule.” 
And while our Director of Public 
Relations is telling our story to the 
world, I would urge him to refer to 
Math. 7:12. This new and most 
welcome addition to our family is 
Mr. L. Wayne Arny. 


Another asset is the prestige that 
we are creating, and recognition by 
all manufacturers, engineers and in- 
stallers as an organization with a 
purpose, a motive and a power for 
accomplishment. 

Summing up these assets and the 
work that has already been accom- 
plished, I cannot resist the remark 
that it is a pleasure to have accom- 
plished something worth while. One 
must realize this or be asleep to cur- 
rent events: ’ 

Looking on the liability side of 
our ledger, I find that there are 
about 150 concerns that are not 
members of this organization, some 
25,000 furnaces installers who are 
possible associate members. How 
much more could be accomplished 
and how much more rapidly could 
our work progress were it possible 
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to secure the cooperation of these 
men who now remain outside and 
aloof from our work. The entire 
membership, under the guidance of 
the Membership Committee, should 
assume the responsibility of going 
out into the highways and byways 
of this nation and originating in the 
minds of these men the value of our 
work. 

As liabilities are seldom enjoyed, 
but generally have to receive more 
attention than assets, | am going to 
be rather pointed in my criticism of 
our liabilities, with the sole idea that 
in another twelve months the wrong 


side of the ledger will appear as a 





I. L. Jones, Chairman, Executive 
Committee 


clean sheet. I am not going to be 
like the teacher who was conducting 
a class in evolution and after Johnny 
had made a statement saying, “My 
father says we are all descended 
from apes,” to which the teacher 
replied, “Young man, we are not in- 
terested in your family affairs.” 
This association is interested in your 
affairs wherein those affairs reflect 
good or bad on the constructive 


work that we are doing, and it is” 


these matters that [| am dealing 
with here. 

Recently my attention has been 
called to some rather interesting 
statements that are being made by 
salesmen to furnace installers. Here 
is one of them: “Our furnaces have 
been tested at the University of Ili- 
nois and have proven to be the best 
furnace of all those tested.” Such a 
statement, on the face of it, should 
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warn any observant installer that 
the salesman’s whole conversation is 
full of inaccuracy and misrepresen- 
tation. I do not think it is neces- 
sary to itemize any more statements 
because this happens to be the most 
dangerous one that can be _ used. 
Should it be persisted in it will force 
the organization to take a decided 
stand against any member who con- 
tinues to make such statements. I 
am quite sure that our members un- 
derstand the seriousness of permit- 
ting this to continue and in the name 
of the association I ask you to see 
that a notice is mailed to your sales- 
men requesting them to discontinue 
making such statements in the 
future. 

Another liability which will have 
to be watched very closely is mis- 
leading copy for advertising, which 
refers to our research work. The 
policy of the organization is gov- 
erned by our contract with the Uni- 
versity of Illinois, and is set out 
quite definitely in the reports of the 
Advisory Committee. You are deal- 
ing with the State of Illinois when 
you violate the terms of this con- 
tract. This advertising copy has 
been handle by the Executive Com- 
mittee. That is as far as matters of 
this kind should ever go. I can say 
this, that our members have coop- 
erated with the Executive Commit- 
tee 100 per cent when this matter 
was called to their attention, but 
such a liability should be eliminated 
positively and definitely. 

Another of our liabilities is the 
fact that so few of our members 
assimilate the results of our research 
data and utilize it in their engineer- 
ing and designing departments. 
Whether this is from a lack of un- 
derstanding of the explanation that 
is given in our reports or a question 
of appreciation of the values that 
would accrue to any one using the 
data to the fullest extent, is hard to 
say. I cannot imagine any one con- 
tributing to this wonderful work 
and not using the information that 
they are paying for, and yet such is 
the case in many instances. 

If you are jealous of your com- 
petitors it is because of a lack of 
vision and an utter disregard for the 
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opportunity which is given you 
through the research work in this 
association, and this, of course, car- 
ries with it a disregard for the ethics 
of any association in your sales and 
advertising policy and reflects on 
you and no one else. 

Our assets are so much greater 
than our liabilities that we are show- 
ing a profit even in our individual 
business from our investment of 
twelve years. Each year we raise 
our flag a foot or two higher and it 
must never come down or we will 
disintegrate and separate to our own 
respective selfish design. 

What we have done so far is but 
a foundation for the superstructure 
of the future. It is solid, it is level 
and it is founded on rock. It can 
never be undone. The money al- 
ready spent, rounding into six fig- 
ures, is an investment that will pay 
increasing dividends for many years 
to come. We have done nothing to 
cause regret. 

Having summoned up an analysis 
of our past performance, we now 
have something on which to base our 
judgment for the future. The job 
ahead of us is a big one and I see 
nothing on the horizon that can pos- 
sibly block our way. As long as our 
committees stand behind your offi- 
cers as they have stood for the past 
twelve years, I have no fear of the 
ultimate outcome of all that we are 
attempting to do. The story of our 
research work must be told to the 
public and in such a way that they 
will appreciate the sincere desire of 
this association to be of real service 
to them. The adoption of the Stand- 
ard Code as a building ordinance 
will solve many problems that at 
least look insurmountable. 

Our sales policies and advertising 
campaigns must be reorganized to 
enter the field that opportunity is 
opening before us. Selfishness and 
greed must be relegated to the past, 
and we should follow the call of 
“Service.” 

Before the close of this meeting 
you will have learned much of the 
seriousness of men intent on reach- 
ing a goal and the inspiration that is 
created in your minds and hearts 
will develop an intensity in your 
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efforts which nothing can resist, and 
when your day is done you will real- 
ize that it has all been worth while 
and can say, “I have done my best.” 

A number of communications 
were read by the secretary. David 
Kinley, Ph. D., L. L. D., President 
of the University of Illinois, wired 
that he was sorry that it was impos- 
sible for him to attend the meeting, 
as did also Dean M. S. Ketchum, of 
the College of Engineering at the 
University of Illinois. 

C. E. Hodges and Ed Norris of 
the Utica Heater Company ex- 
pressed regret at their inability to be 
present. 








At the meeting of the Na- 
tional Warm Air Heating and 
Ventilating Association meet- 
ing, held in St. Louis this week, 
President E, B. Langenberg 
made a special plea for an 
effort to get warm air furnace 
installers into the organization 
as associate members. He said 
that if the 25,000 furnace in- 
stallers in the country could be 
got into the association the 
work would go forward that 
much faster. The membership 
fee is $10 a year. Furnace in- 
stallers who are ifterested can 
obtain full information by 
writing Secretary Allen W. 
Williams at 52 West Gay 
Street, Columbus, Ohio. 








A communication from John H. 
Hussie stated that he was still con- 
fined to his bed and was indeed 
sorry he was unable to come. A 
committee was appointed to send 
“Harry” a telegram stating the asso- 
ciation’s regret at both his illness 
and absence. 

Communications were also re- 
ceived from H. B. Payne of the 
Payne Furnace & Supply Company, 
Los Angeles, California, and the 
Western Foundry & Furnace Com- 
pany, Tacoma, Washington. 

Several applications for member- 
ship, both active and associate, were 
acted upon by the assembly. 

E. C. Fox, of the Independent 
Register & Manufacturing Com- 
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pany, Cleveland; F. G. Sedgwick, 
of Waterman-Waterbury Company, 
Minneapolis, and Atlee Wise, of the 
Wise Furnace Company, Akron, 
Ohio, were made sergeants-at-arms. 

Delegates instructed to write 
memorial letters on the recent deaths 
of members were: Leighton Bridge 
and Lewis Moore, Jr., on the death 
of Abram C. Mott; J. Garver and 
Charles Seelbach on that of J. W. 
Myers, president of the Wise Fur- 
nace Company; J. F. Firestone and 
D. M. Robbins on that of William 
G. Henry, and A. N. Brayer and 
A. G. Hood on that of Isaac New- 
ton Buckwalter. 

Appointments on the auditing 
committee included R. C. Walker, 
Meyer Furnace Company, and one 
other. 

The nominating committee was 
made up of George Harms, F. Mey- 
er & Brother Company, chairman; 
F. W. Phelps, Moore Brothers Com- 
pany ; Gard W. Smith, Detroit Stove 
Works; W. L. Rybolt, Rybolt 
Heater Company. 

The treasurer’s report was given 
by W. P. Cooke. During the after- 
noon session, after the auditing com- 
mittee had made its report, a rec- 
ommendation was made by R. C. 
Walker that a vote of thanks be 
extended to Mr. Cooke for the most 
efficient way in which the books of 
the organization had been kept. The 
vote was unanimously given. 


Report of Secretary Allen W. 
Willi 


If you so desire, this can be the 
last year that it is mecessary to re- 
port that our association has not col- 
lected any statistics, as the court de- 
cisions rendered since our last an- 
nual convention makes it possible to 
gather and publish them of such a 
nature as may be helpful and in 
such a manner as will be entirely 
within the law. 

For those desiring statistics, the 
Biennial Census of Manufacturers 
for the year 1925 by the Census 
Bureau, U. S. Department of Com- 
merce, will be available in a few 
months and furnish very reliable 
data for the year 1925. Through 
the efforts of your officers, statistics 
from the 1925 Biennial Census rela- 
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tive to warm air furnaces will be 
separated from other heating appa- 
ratus. It is quite possible our mem- 
bers may prefer to rely on the Bi- 
ennial Census for the present as the 
replies we would receive might not 
furnish data complete enough to be 
considered of real value and there 
may be other objections to such an 
activity by our society. 

If an estimate was to be made as 
to the volume of business done in 
warm air furnaces comparing 1925 
with 1926, it seems safe to say that 
there was a healthy increase in the 
number purchased. To name actual 
figures would be a guess and there- 
fore of no real value. 

Statistics show that the propor- 
tion of residential building compared 
with other types is growing every 
year. 


In 1922 it was 54 per cent 
In 1923 it was 50 per cent 
In 1924 it was 61 per cent 
In 1925 it was 62 per cent 


This would indicate that even 
with a considerable decline in the 
building of new homes there will be 
plenty of business for our industry 
with the replacements that are bound 
to come in larger numbers from 
now on. 

The Addition of New Memberships 

The association has been for- 
tunate enough in increasing its roll 
of active memberships by the addi- 
tion of four companies. 

The provision for associate mem- 
bership made in April of last year 
has proven a most successful ar- 
rangement and the association can 
be congratulated upon already hav- 
ing 46 associate members. While 
the cost of associate membership is 
nominal, the organization is repaid 
by the broadening influence and in- 
terest of our associate members. 

This increase in membership must 
be most encouraging and further ad- 
ditions are certain from the appoint- 
ment of a Membership Committee 
last March. 

Collection Bureau 
Number of accounts re- 
ceived to date ........ 
Amount of accounts re- 
ceived to date........ $234,702.25 
Amount collected during 
RIE nn < Keane x 


1,442 


7,040.67 
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Amount collected to date 113,704.26 

Without pressing the use of the 
Collection Bureau of our associa- 
tion, the use of which has increased 
during the past year, it can be stated 
that there is often an economy and 
convenience in the use of this serv- 
ice when a member wishes to take 
advantage of it. 

Costs—Our association keeps no 
detail annual record as to cost, but 
for reference the secretary’s yearly 
report has always contained some 
memorandum as to the cost of pro- 
duction in our industry for each 
calendar year, so it is sated as a 





A. P. Lamneck, Chairman, Legis- 
lative Committee 


general proposition that there was 
little change in cost levels during 
1925, and some manufacturers were 
evidently able to effect economies 
other than in the price paid for ma- 
terial, supplies and labor and pass 
such savings on to the trade. It is 
still a detriment to the fullest devel- 
opment of the art of building warm 
air heaters and, therefore, the con- 
sumer, that the margins of profit as 
a rule are so close. As you well 
know, the sharp competition in the 
industry makes a strenuous and sus- 
tained effort to reduce costs a neces- 
sity. 

Research Activities—Naturally 
certain results of our research work 
carried on in codperation with the 
University of Illinois are continually 


reflected in the secretary’s office and 


it is possible to report that the grow- 
ing demand for the printed bulletins 
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has steadily increased, the questions 
asked growing in number. 

Last August a mimeographed bul- 
letin prepared by Professor Willard 
and covering the research results 
since the report of December 31, 
1924, to April 1, 1925, was dis- 
tributed to the members only. This 
“Bulletin” consisted of 32 pages of 
text and 36 pages of cuts. Such 
mimeographed “Bulletins” contain- 
ing advance information are sent to 
members only and contain confiden- 
tial data which, as per your agree- 
ment with the university, is not for 
publication until released by the En- 
gineering Experiment Station of the 
University of Illinois. 

The Warm Air Heating Research 
Residence and its equipment repre- 
senting a total actual investment of 
between $28,000 and $29,000 con- 
tinues to serve a double purpose, 
primarily for research, and secondly 
as a means for a dignified and inter- 
esting publicity. 

Viewed from the secretary’s office, 
the interest in our research activity 
grows and the hard work of the 
staff, directed by Professor Willard, 
and encouraged by President Kinley 
and Dean Ketchum of the Univer- 
sity, is dignifying our industry; as 
someone has said, it is making warm 
air heating an exact science. 

Referring to fundamental and in- 
dustrial research, Secretary Hoover 
has stated : 

“The far-sighted leaders of in- 
dustry fully recognize the depend- 
ence of their progress upon ad- 
vances in science, and emphasize 
their belief that fundamental re- 
search should be much more greatly 
aided.” 

The Standard Code—Although 
no quantity orders for copies of the 
Standard Code are distributed from 
the Secretary’s office, requests dur- 
ing the past twelve months for 
single copies and for very small 
quantities total approximately 4,000. 
This indicates how well known it 
has become and how well it is re- 
garded. Thousands of copies for 
shipment direct from the printers 
have been ordered through the Sec- 
retary’s office since April, 1925. 
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An increasing number of manu- 
facturers are printing the Standard 
Code in full in their catalog. 

Partial Payment Plans—Of late 
requests for information relative to 
methods of selling warm air installa- 
tions on monthly payments have 
been numerous. Such _ inquiries 
come from members of the associa- 
tion and from installers. As you 
are aware, more or less difference 
of opinion exists as to the wisdom 
and necessity for selling warm air 
furnace jobs in this way but it is 
probably true that it is only by such 
financing that many sales can be 
made. This is especially so as to 
replacements. Reference to such 
method is only made to indicate to 
you that there seems to be a grow- 
ing tendency in that direction. 

The Monthly Bulletin—1. Our 
modest monthly publication, “The 
Bulletin,” has now reached its third 
year in printed form with a circu- 
lation of approximately 500 copies. 
It was started in 1921 as a mimeo- 
graphed monthly letter at the sug- 
gestion of I. L. Jones, who was then 
president of the association. 


2. Contributions to the Bulletin 
from the members during the past 
year have in no way embarrassed 
the editor by their number. More 
items and short papers are earnestly 
requested from you. They would 
improve the Bulletin and be most 
welcome. 

Work of Committees 

Executive Committee—This com- 
mittee has met frequently during the 
past twelve months and has un- 
doubtedly found that the growth of 
the association and its increasing ac- 
tivities have added to their respon- 
sibilities. Your secretary attended 
all meetings of this committee. 

Educational Publicity Committee 
—It is well known that immediately 
following our convention of a year 
ago, this committee at once started 
in*actual earnest the work assigned 
to them. In less than sixty days 
the committee had formulated their 
plans for the association year and 
found a capable director. The re- 
port of the Publicity Committee as 
presented at our mid-year meeting 


last December by E. F. Glore, chair- 
man, and that of the Director of 
Publicity, L. W. Arny, were, as in- 
structed, printed and distributed 
from the Secretary’s office. Later 
requests for copies have nearly ex- 
hausted this special edition. 
Research Advisory Committee— 
The program for the research work 
laid out well in advance has been 


such that the committee has not. 


found it necessary to meet as fre- 
quently during the past twelve 
months as was required during the 
erection of. the Research Residence. 
As an ex-officio member of this 
committee your Secretary can testify 
as to the very close attention they 
have given to this important ac- 
tivity. 

Legislative Committee—Much of 
the work of this committee has been 
due to requests received in the sec- 
retary’s office for information and 
often for assistance relative to local 
installation codes. The matters un- 
der their charge are certainly taking 
a most important place among our 
society’s objects and aims and the 
past year has shown the good it can 
accomplish for manufacturers, in- 
stallers and consumers. 


Simplified Practice 

Little progress has been made in 
the last year in our industry in sim- 
plification. Last July the Depart- 
ment of Commerce stated that until 
a survey was made of the industry 
as to furnaces, it would be useless 
for the department to take any part 
in any effort the association might 
make to simplify warm air heaters, 
although simplification by individual 
manufacturers is said to be profit- 
able and possible. 


Oil Burners 

There has been a marked increase 
in the number and variety of in- 
quiries relative to the use of oil as a 
fuel in warm air furnaces. Appar- 
ently consumers are more interested 
than manufacturers and installers of 
our heaters. The lack of definite 
reliable information makes it diffi- 
cult to answer entirely numerous 
leters received on this subject. Un- 
biased educational data would be 
helpful. 
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Proper Packing and Crating of 
Goods for Shipment 


The Freight Container Bureau of 
the American Railway Association 
has during the past few months 
taken up and studied the crating 
and packing of furnaces and their 
accessories. Their engineers have 
visited the plants of several of our 
members and their suggestions, 
which are practical and which it is 
not obligatory to follow, often are 
the means of preventing breakage 
and other damage and reducing the 
cost of packing. It may be well to 
repeat that the service of their en- 
gineers is without cost to shippers. 
If a company desires to take advan- 
tage of their assistance, a request to 
that effect to the Freight Container 
sureau of the American Railway 
Association, 30 Vesey Street, New 
York City, or to your secretary, will 
receive very prompt attention. Sev- 
eral such requests have received 
prompt attention. 


Co-operation with Other Trade 
Associations 


It is a pleasure to state that splen- 
did coéperation and harmony con- 
tinues between our society and all 
organizations interested in heating 
problems. This applies to both the 
old and new society with which we 
have a common interest. 

Trade Press Assistance 

It would have been difficult for 
the trade press to be more helpful 
or courteous than they have been 
during the past year. This has been 
their rule ever since the formation 
of our association, but of late we 
have reason to be more grateful to 
them than ever. 

This report would not be com- 
plete if my obligations to the presi- 
dent and all the other officers and 
the codperation of the entire mem- 
bership and our Publicity Director, 
for the uniform patience, help and 
courtesy was not made a matter of 
record and gratefully acknowledged. 

Arthur P. Lamneck made a splen- 
did report as Chairman of the Legis- 
lative Committee. He said that the 
committee had done what it thought 


. necessary to do in order to correct 


the evils now prevalent in the in- 
dustry. He explained the pressing 
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need for the Code, which was the 
primary cause and object of the 
contract with the University of 
Illinois. He brought home very 
forcibly the fact that in three years’ 
time only five cities had adopted the 





Code in their local building ordi- 
nances. “This rate of progress,” he 
said, “is entirely too slow.” 

Mr. Lamneck also brought home 
the point that, in order to increase 
the business in the industry, the 
manufacturer must see fo it that 
good heating plants are installed at 
all times. 

One other most interesting fea- 
ture of Mr. Lamneck’s report was 
a practical Code, which he offered 
for the approval of the association 
at some future time. Should this 
suggestion be followed out, it would 
produce a uniformity, insofar as the 
Standard Code is concerned, in local 
building ordinances. He urged its 
use wherever the Code is put into 
the city ordinances after the asso- 
ciation has whipped it into shape. 

Mr. Lamneck also urged that 
some temporary definite method of 
rating furnaces be established so as 
to make the Code more effective in 
the hands of the installer. 

Following immediately after Mr. 
Lamneck came the report of the Re- 
search Advisory Committee. This 
report, given by Chairman C. M. 
Lyman, counselled patience with the 
research work. It must, of neces- 
sity, be slow, he averred, and to at- 
tempt to hurry it would only result 
in undoing much of the progress 
already made. 

One other point he brought out 
was that donations of materials by 
manufacturers to the research labor- 
atories were not acceptable to the 
university and, therefore, such do- 
nations should not be made. The 
tests made by the university are for 
the good of the industry as a whole 
only and must, therefore, be kept 
free from all biases and prejudices. 
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The Joint Code Committee report 
was made by Professor J. D. Hoff- 
man, chairman. Professor Hoffman 
began by stating that copies of the 
Standard Furnace Code had been 
already sent out to a total of 30,000 
and there are now in preparation 
for mailing 20,000 copies more. 
These statements were followed 
with several suggested changes to 
the Code to be taken up through the 
proper channels. One is that a 
statement be incorporated in the 
Code showing that it stands for a 
gravity system of warm air heating. 
Another is that the factor on item F 
under chimneys be reconsidered and 
altered to meet the chimney: re- 
quirements. A _ third suggested 
change dealt with the wall stack 
sizes, while a fourth change con- 
cerned the method of determining 
the size of the furnace. It was 
made very clear by Professor Hoff- 
man that these are merely suggested 
changes about which nothing has 
been done but about which it is felt 
something should be done. 

Wednesday Afternoon 

“Learning by Experience” was 
the pivotal point around which re- 
volved the address of Doctor E. 
Vernon Hill, of Chicago, the first 
speaker of the afternoon session. In 
laying the foundation for his ad- 
dress on air conditioning Doctor 
Hill carried his audience back in 
retrospect to the activities of primi- 
tive man, who, it was shown, had 
no need for sanitation or ventila- 
tion. Coming forward then from 
primitive man, needing neither sani- 
tation nor ventilation, Doctor Hill 


‘asked, just when does the problem 


of sanitation present itself ; when in 
the history of mankind did the 
science of cleanliness become a 
necessity in order to preserve hu- 
man life? The answer given was—.« 
when population had increased to 
such an extent that people were 
forced to live in close quarters. The 
three divisions of sanitation which 
society has devoted its attention to, 
in turn, are: (1) The ground; (2) 
the food and water, and (3) the air. 
We are now in this last stage, or 
that of purifying the air. 

Some striking statements were 
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made by Doctor Hill. He empha- 
sized the fact that the source of all 
heat and energy is the sun, and 
chuckled genially as he referred to 
the advertisements of a certain fur- 
nace manufacturer which read: 
“Our furnace heats the world.” He 
said that if all the heat generated by 
all the stoves, warm air furnaces 
and boilers manufactured in burning 
all the coal mined for 100 years, it 
would not equal the amount of heat 
which strikes the earth from the 
sun in one minute. 

E. F. Glore has resigned as Chair- 
man of the Publicity Committee, as 
he is no longer with the Abram Cox 
Company. 

L. Wayne Arny, Director of Pub- 
lic Relations, effectively outlined the 
work which his department has ac- 
complished. He said that to date 
27,587 dealer books have been dis- 
tributed. Eighty thousand copies of 
the Furnace Installer have been 
issued. Three hundred and eight 
speeches on warm air heating—to 
be delivered at various clubs—have 
been written by his office in answer 
to that many requests. Requests for 
sales talks to be delivered by sales 
managers at conventions totaled 
126. The number of pledge cards 
signed and returned by installers 
amounted to 1,027. There have been 
released 64 stories to newspapers 
and the total accounted for circula- 
tion to date equals 1,958,331. Of 
the comfort meters, 75 have been 
sold. 

Following this statistical account- 
ing for the work that his depart- 
ment has done to date, Mr. Arny 
stated that in his opinion the imme- 
diate present is the psychological 
moment to begin a national adver- 
tising campaign. He said that no 
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other industry today has a better 
chance to success, with such an ad- 
vertising campaign, than the warm 
air heating industry. The industry 
would be justified in spending $500,- 
000 during the coming year. 
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There were two reservations in 
Mr. Arny’s plea for an advertising 
appropriation at this time: 

1. That, if once begun, the cam- 
paign must be continuous. 

2. That the advertisers must be 
prepared to carry on a’ campaign 
for at least five years. 

With all this data as a back- 
ground, Mr. Arny entered a plea 
for a fund of $63,500 to be spent 
on the campaign during the current 
year—-$40,000 for actual advertising 
space and the remainder for pub- 
licity work. 

This plea was offered in two mo- 
tions made by Tom Richardson, act- 
ing publicity chairman. The first 
was a motion that an extra unit 
charge of $10 be assessed with 
which to carry on the publicity 
work. This motion passed with a 
recorded vote of 36. 

The second motion called for a 
$15 maximum unit charge to be 
assessed and to be used solely for 
advertising purposes. The vote on 
this motion was also unanimous. 

Arthur P. Lammneck, Roy C. 
Walker, E. C. “Buck” Taylor, J. C. 
Miles, Joe Ferris and several others 
made individual pleas for the pass- 
age of the appropriation. 

The banquet in the evening was 
a delightful affair, with fun and 
frivolity rampant. L. W. Arny was 
toastmaster. The principal speaker 
and guest of honor was former Sen- 
ator Xenaphon P. Wilfley, who 
talked on the spifit of organization 
and fair play in industry. 

Thursday’s Session 

Practically the entire session of 
Thursday was taken up with a re- 
view of the research work that had 
been done at the University of IIli- 
nois since the December meeting. 

Before the research professors, 
A. C. Willard, V. S. Day and A. P. 
Kratz, began their work, however, 
the report of the Executive Com- 
mittee was made by Chairman I. L. 
Jones. This report embodied a 
resolution making a per unit assess- 
ment for general expenses for this 
year of $3 and a per unit assess- 
ment of $3.50 for the Research 
Committee. The motion was passed. 

The Executive Committee also 


decided that the mid-year meeting 
of the association will be held at 
Urbana. The next annual meeting 
will be held in Cleveland instead of 
suffalo. 

A telegram was received and read 
by Secretary Allen W. Williams 
from Secretary W. F. Angermyer 
of the Pennsylvania Sheet Metal 
also in 
carrying 


Association, 
week, 


Contractors’ 
convention — this 
greetings and well wishes. 
Secretary Allen W. Williams read 
a paper prepared by W. E. Lam- 
neck, Columbus, Ohio, which con- 
tained a suggestion for a method 





Professor J. D. Hoffman, Chair- 
man Joint Code Committee 


for instructing installers in the 
proper methods of installing fur- 
naces. The paper is reproduced in 
full on pages 37 and 38 of this issue. 

President Langenberg had consid- 
erable to say about furnace manu- 
facturers keeping statistics of their 
sales so that they can determine the 
amount of increases which mate- 
rialize from the advertising to be 
done by the association. 

President Langenberg 
*particularly the desirability of get- 
ting as many furnace installers as 
possible into the association as asso- 
ciate members. In this way, he 
opined, the association will be able 
to help them as well as helping 
itself. 

He also asked the members to 
keep the publicity committee in- 
formed on what is happening in 
their several localities. " 


stressed 
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The floor was then turned over to 
the research professors, who gave a 
most comprehensive and didactic 
review of the research work that 
has been carried on since the last 
meeting. When this information is 
finally published in bulletin form by 
the university, some very definite 
and helpful data will be had by the 
installer. 

H. T. “Tom” Richardson, of the 
Richardson & Boynton Company, 
was appointed chairman of the Pub- 
licity Committee. 

The final act of the assembly be- 
fore adjournment was the election 
of officers. The chairman of the 
Nominating Committee, George 
Harms, when asked for the recom- 
mendations of the committee, stated 
that since the present incumbents in 
office had shown such excellent re- 
sults, it had decided to retain them 
all in office. 

Mr. Harms, therefore, made a 
motion to that effect, which received 
a unanimous affirmative vote from 
the assemblage. 


George W. Gamble 
Also Makes Suggestion 
to W. C. Eickelberg 


To AMERICAN ARTISAN: 

I have read the article in your 
March 27th issue in regard to the 
W. C. Eickelberg heating difficulty. 
I have also read two articles in your 
April 3rd issue. I do not think the 
plan offered by R. C. Bates will 
help much. The one offered by 
C. H. Lee is much better, but I do 
not think this will be entirely satis- 
factory. 

Here is how I would rearrange 
the job. I have had 34 years of ex- 
perience in the warm air heating 
business and my experience has led 
me to believe that if I were re- 
arranging this job, I would run a 
12-inch pipe to the sun parlor, with 
a 12x13-inch baseboard register. 
The floor opening should be not less 
than 9x13 inches. I would take the 
wall stack, 34x10 inches, off the 
top of that and run it to the floor 
above. I would run a 12-inch pipe 
to a double head between the dining 
room and kitchen, with two 10x12- 
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inch baseboard registers. The floor 
opening should be ‘not less than 
10x12 inches. This arrangement 
will heat the dining room and 
kitchen. 

I would run a wall stack, 34x12 
inches, in the partition between the 
dining room and the kitchen, with 
a register in the bathroom and bed- 
room, and a 10-inch pipe from the 
stack to the heater. I would then 
run two 12-inch pipes to the living 
room, with 12x13-inch baseboard 
registers if possible. If it is not 
possible to do this, use floor regis- 


ters—12x14-inch will do. 

In regard to the cold air returns, 
I would leave these as they are. 
Then I would take a cold air return 
off the chamber over the sun par- 
lor. This pipe should be somewhat 
larger than the warm air stack. I 
would take a cold air return from 
the bath room and the other bed 
chamber. This also should be a 
little larger than the warm air duct. 
After making these changes and if 
the doors are kept closed, I think 
the job will work satisfactory. 

GrorceE W. GAMBLE. 


Suggesting a School to Aid Warm 
Air Furnace Installers 


Project Could Be Sponsored by National Warm 
Air Heating and Ventilating Association 


By W. E. LAMNECK, President W. E. Lamneck Company, 
Columbus, Ohio. 


VERY manufacturer in the 

warm air heating industry 
knows that while there are perhaps 
no more troubles and trials in this 
business than in most other manu- 
facturing enterprises, there is one 
trouble which seems to be basic and 
which has perhaps done more 
harm than all the other difficulties 
put together. 

We have our problems in our 
shops, manufacturing difficulties, 
machinery break-downs, a little la- 
bor trouble now and then, trouble 
with defective parts—in spite of 
rigid inspection—delays and losses 
in shipments, difficulties with col- 
lections. And yet when it comes to 
the most vital problem of all—giv- 
ing satisfaction to the ultimate con- 
sumer—we have a more serious 
trouble than all these others com- 
bined. I refer to that bugbear of 
the heating industry—the making 
of successful dealers and installers. 


It seems sometimes as if the in- 
dustry has failed to give any par- 





*Address on “A School for Fur- 
nace Installers,” by W. E. Lamneck 
of the W. E. Lamneck Company, 
Columbus, Ohio, read at the Thirteenth 
Annual Convention of the National 
Warm Air Heating and Ventilating 
Association, held at the Hotel Chase, 
‘St. Louis, April 14 and 15, 1926. 


ticular attention to this matter, ex- 
cept by way of complaining about 
it. Nothing practical has ever been 
done that I know of. We have 
seemed to be satisfied when we 


_ found some fellow with a place he 


called his store or shop and sold 
him some of our product. We have 
tried to build a good product, we 
have spent millions of dollars in 
advertising, both in periodicals and 
by direct-mail, the merits of our 
goods to the consumer; but gener- 
ally speaking, when we have ship- 
ped the goods to the point where 
the consumer is to get them, we 
have washed our hands of the trans- 


. action. 


This statement is not made 
merely to talk about something we 
all know, and it is especially not 
made in the sense of a destructive 
criticism. It has merely seemed to 
me advisable, now that this organ- 
ization is quite apparently on its 
way to success, to take this particu- 
lar problem out here in broad day- 
light, to discuss it frankly, and to 
make at least some constructive 
suggestion towards a solution. 

I am not pretending for one mo- 
ment that I have the complete 
answer, nor do I wish to claim that 
I have the only correct solution. It 
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is merely a case of having given a 
great deal of thought to this one 
thing and having reached at least a 
tentative conclusion as to what 
might be a remedy. This associa- 
tion has plenty of capable men who 
can take this idea, analyze it, see 
what there is in it of value, and 
then, if worth-while, proceed to 
work out a practical application of 
it. It is not claimed that this is an 
absolutely original idea—it has been 
used by other manufacturers, not- 
ably the Ford organization, and 
with good success. 

It doesn’t take very much study 
to convince anyone that, just be- 
cause a man has a place in which 
to do business, a set of tools, and 
a more or less general knowledge 
of the mechanics of heating plant 
installation, he is not necessarily 
going to be a satisfactory connec- 
tion for the manufacturer and suc- 
cessful in his dealings with the con- 
sumer. Far more able men than | 
have in the past, through the trade 
press and in meetings, discussed 
such things as back-street and back- 
yard locations, lack of display fa- 
cilities, an untidy establishment, 
lack of knowing how to estimate 
costs, or how to determine the 
needs of a given building; but all 
of these things, together with a 
good many others that enter into it, 
have never been to my knowledge, 
boiled down into one article or dis- 
cussion. I, therefore, want to dis- 
cuss in a constructive sense the 
things that are needed to make a 
man successful as a warm air fur- 
nace installer, and suggest some 
possible way of bringing about 
some improvement at least. 

You will probably agree that the 
principal requirements for a succes- 
ful dealer or installer of warm air 
heating apparatus are the following: 
He should have sufficient capital 
and satisfactory banking relations ; 
he should have a place of business 
in a business location, out in front 
where people can see his wares, 
which means that he also ought to 
know something about how to de- 
termine the best location for him in 
his community; he must have a 
thorough knowledge and _ under- 
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standing of the principles and ad- 
vantages of warm air heating and 
of the Standard Warm Air Heat- 
ing Code; he must know how to 
figure the heating requirements for 
any given building and how to make 
a proper estimate covering the re- 
quired job; if he is going to make 
any money, he must learn how to 
determine his costs, including over- 
head; he ought to know all he can 
learn about granting of credits and 
how to collect his bills; he ought to 
be able to appreciate the value to 
his own standing of discounting his 
bills; he ought to understand at 
least the primary principles of sales- 
manship; he ought to have at least 


some idea of a simple form of book- ‘ 


keeping ; and on top of all that he 
should know something about ad- 
vertising, so that he will appreciate 
the advertising the manufacturer 
does to help the sale of goods and 
have some conception of what he 
himself can do by his own local ad- 
vertising. 

At first sight this may look like 4 
pretty long list of requirements for 
a successful installer of warm air 
heating equipment; but I challenge 
you to successfully eliminate any 
one of these factors. Look through 
your own list of customers and see 
if you don’t find that the more thor- 
oughly they are grounded in these 
elements, the more successful they 
are, both for you and for them- 
selves. And right here I want to 
emphasize that last thought—suc- 
cessful both for you and for them- 
selves. You cannot get away from 
the fact that your interests and 
those of the least one of your deal- 
ers are mutual. It will not do to 
say that his business is absolutely 
his own and that if he doesn’t suc- 
ceed, it really doesn’t make any dif- 
ference to you. It does make a dif- 
ference, because it costs a lot more 
money to make new dealers, espe- 
cially in a community where one 
has -failed with -your line, than it 
does to maintain dealers after they 
are once established. 

Of course there are men install- 
ing your furnaces who are square 
pegs in round holes and for whom 
nothing much can be done. But 
those are only isolated cases. There 





AMERICAN ARTISAN AND HARDWARE RECORD 


are a lot more who are getting along 
fairly well, but who would get along 
a lot better and do more business 
for you if they had a completely 
rounded out education or training 
along the lines indicated hereafter. 
The average man who installs fur- 
naces need not be a college or even 
high school graduate, but he ought 
to have the advantages of some 
training and education for his busi- 
ness, just as we expect lawyers and 
doctors and engineers to be trained. 

Advocates Training School for 

Installers 

Thinking along these lines has 
led me to the conclusion that one 
of the most constructive things this 
association could do for its mem- 
bers would be to work out a plan 
for some sort of a training school 
for installers. I have not attempted 
to work it out in detail, because it is 
more than a l-man job and the ex- 
perience of many men will bring 
about a better solution than the 
ideas of one man. Again, I realize 
that this is a country of big dis- 
tances and it might be necessary to 
establish schools such as I have in 
mind at three or four central points 
where they can serve the greatest 
possible territory. On the other 
hand, there will naturally be some 
expenses connected with the plan, 
and, therefore, it might be good pol- 
icy to experiment in some one place. 

Just by way of illustration, let 
me suggest that we establish such 
a school at Columbus, Ohio, which 
would serve for the men in this 
state, Kentucky, West Virginia, 
western Pennsylvania and New 
York, Indiana and Michigan. The 
expenses of a suitable place where 
the work could be conducted, and 
“he cost of providing instructors, 
hould be borne by the association. 
The individual manufacturers in 
the territory covered should fur- 
nish the instructors. Mr. A _ in 
Cleveland could furnish a man 
from his organization to handle the 
mechanical work of installing. Mr. 
B at Akron could send down one of 
his staff who can talk about 
finances, bookkeeping, credits, etc. 
The Secretary’s office could furnish 
someone to explain the Code and 
how to apply it to different kinds of 
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jobs. Mr. C from Cincinnati could 
furnish a man to talk about store lo- 
cation, how to estimate jobs, how to 
figure costs and overhead. Some- 
one else could furnish a man to talk 
about advertising in its various 


. phases, as applied to the local in- 


staller’s business. 

The entire course of study could 
be mapped out by a competent com- 
mittee from this association, ar- 
ranging it so that one branch of 
the subject follows another in log- 
ical order, to the end that while the 
whole course may require thirty or 
forty days, no individual instruc- 
tor will be required to be away 
fram his job at home more than 
two or three days. A local commit- 
tee can make the necessary arrange- 
ments to find moderate-priced ac- 
commodations for the men from 
different parts of the territory who 
are coming to take instructions, 
these latter being expected to pay 
their own expenses, of course, but 
no tuition fee. The class should be 
held in February or March, perhaps 
the dullest period in the industry, so 
far as local work is concerned. 

Let me repeat once more that I 
have not attempted to do more in 
this brief paper than to present the 
general idea in such form that the 
gentlemen here can think about it 
and discuss it, but I want to par- 
ticularly repeat and challenge your 
attention to the truth of the state- 
ment, that the particular thing I am 
aiming at with this plan presents 
perhaps the greatest problem of the 
warm air heating industry. I am 
confident that the adoption of some 
such plan, if worked out by com- 
petent men, will prove a genuine 
blessing to every member of this or- 
ganization. 





C. F. Malone Believes 
Eickelberg Furnace 
Not Large Enough. 

C. F. Malone, Davenport, Iowa, 
who represents the International 
Heater Company, has a word of as- 
sistance for Mr. Eickelberg. 

To AMERICAN ARTISAN: 

I want to thank Sidney Arnold 
for the little writeup he gave me in 
the issue of AMERICAN ARTISAN 
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for April 3. “A little jest now and 
then is relished by the best of men.” 
The funny part of it all is, the fel- 
low who gave Sidney his informa- 
tion must have had some pretty 
definite knowledge of my short com- 
ings; for I must confess that one 
of them is the lack of an ear for 
music and the incident depicted 
might easily have happened to me; 
namely, | might have played this 
piece when the other players in the 
band were playing “Mighty Lak a 
Rose.” 

Anyhow, you have caused me to 
break into print, something | rarely 
do. I wish to comment on Mr. 
Eickelberg’s trouble, not in the spirit 
of criticism, but from a spirit of try- 
ing to help him solve his difficulty. 

The main trouble here is, it seems, 
that Mr. Eickelberg has not taken 
into consideration the amount of air 
that will go up the open stairway ; 
nor has he given any consideration 
to the amount of air that will come 
down. Then again, I don’t believe 
he has installed a furnace large 
enough. I assume that he has the 
ordinary top return flue type. The 
furnace is out of balance as far as 
location is concerned. 

To correct this job, I would first 
install a larger furnace. I would 
then replace the 10-inch pipe in the 
living room with a 12-inch pipe. I 
would install a 20-inch cold air duct 
where the 16-inch was, pitching it 
down all the way to the furnace. 
Leave the 20-inch cold air as it is. 
I would then place a 12-inch pipe 
in the sun parlor and install a 10- 
inch pipe direct into the dining 
room. The 10-inch direct to the 
kitchen I would allow to remain by 
removing the register that is now 
connected to the dining room. I 
would take all these pipes from the 
top of the casing by making a flat 
top canopy. Personally I believe in 
the flaring canopy, but this case de- 
mands 4 flat top. 

My reason for leaving the cold 
air register at the foot of the stairs 
is to pick up the cold air from up- 
stairs. This will relieve the draft 
that now troubles the job. You will 
notice that I have provided for more 
cold air going back than for warm 
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air coming out. This is accounted 
for because of the large hall up- 
stairs, which has no heat but plenty 
of exposure. 

In my judgment it will take a 
28-inch top return flue or similar 
furnace. 





Charles E. Carr, Interna- 
tional Heater, Becomes 
Traffic Club of Utica Chairman 
Additional responsibility and hon- 
or have come to Charles E. Carr, 
manager of the order department of 
the International Heater Company, 
Utica, New York, who was recently 
elected chairman of the board of 
governors of the Traffic Club of 
Utica. One of the first undertakings 
of Mr. Carr in his new office will 
be a drive for additional members. 





Installment Selling Reaches 
$5,000,000,000 Annually. 

The rapid growth of installment 
selling, which has now reached a 
peak of $5,000,000,000 annually is 
reflected in a preliminary survey 
made by the Department of Domes- 
tic Distribution of the Chamber of 
Commerce of the United States. 


‘The department estimates that 17% 


of the entire amount of consumers’ 
goods sold at retail are disposed of 
in this manner and the trend is still 
upward. It finds, however, that in- 
formation concerning the extent and 
character of the market is too mea- 
ger to justify a conclusion as to 
whether it is an economic menace 
or a legitimate development. The 
Farmers’ Loan & Trust Company 


estimates that $3,293,411,878 worth 


of automobiles, washing machines, 
vacuum cleaners, phonographs, fur- 
niture, pianos, jewelry and radio ap- 
paratus are sold on the installment 
plan. The General Motors Accept- 
ance Corporation’s operations for its 
seven years of existence total $509,- 
250,454 with a loss ratio for 1925 
of 0.012 per cent. 

It is found that outside of the 
trade in which it is an established 
practice, installment selling shows 
an increase in the clothing and radio 
trade and that in others, like hard- 
ware, paints and varnish, this intro- 
duction has been strongly resisted. 
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Where such large sums are in- 
volved as the credits represented by 
$5,000,000,000 annually, states the 
report, it was inevitable that some 
form of financial aid would be 
evolved and it is found now in the 
organization of large numbers of 
so-called finance companies or com- 
mercial credit companies, which 
were organized first, as an out- 
growth of the immense increase in 
the production of automobiles. 





“Putting Comfort in Homes” 
Published by National Warm 
Air Heating and Ventilating 

The National Warm Air Heating 
and Ventilating Association, through 
its Director of Public Relations, 
LL. Wayne Arny, has issued a little 
booklet entitled “Putting Comfort 
in the Home.” In this booklet the 
story of warm air heating is told in 
a simple and entertaining fashion. 
The most outstanding advantages of 
the warm air heating system over 
other systems are taken up in or- 
derly fashion. The meaning of the 
Standard Furnace Code is told, with 
due stress being placed upon the 
eight years of investigation that are 
back of the Code. A set of floor 
plans of the Research Residence at 
the University of Illinois are also 
included in this little pocket-sized 
booklet. Just what arrangements 
have been made for the furnishing 
of these booklets to furnace in- 
stallers can be learned by writing to 
Allen W. Williams, Secretary of the 
National Warm Air’ Heating and 
Ventilating Association, whose ad- 
dress is 52 West Gay Street, Co- 
lumbus, Ohio. 





Hungerford Brass Moves 
Into New Warehouse 
in St. Louis 


The U. T. Hungerford Brass & 
Copper Company, New York, have 
opened a new warehouse at 312-314 
North Second Street, St. Louis, 
Missouri, The company is already 
established and ready for business 
in its new St. Louis building, which 
is completely equipped and stocked. 
William J. Conroy is the manager 
of the St. Louis branch. 
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I’ve heard many people spoken of 
as being very resourceful. No dif- 
ficulty seems too great for them to 
surmount, and they always come out 
of every fray without a scratch. I 
doubt, however, if there is any more 
resourceful person than J. A. Eisen- 
man, Monroe, Michigan, who rep- 
resents the Floral City Heater Com- 
pany. One day during the war J. 
A. found himself stranded in a city. 
He had a little money, but not 
enough to get home. It was Satur- 
day afternoon and he couldn’t wire 
the home office. He marched with a 
swagger air up to the ticket window 
of the railway station and, to the 
surprise of the clerk, asked for a 
ticket with a “seaman’s return” rate. 

“We only issue them to sailors,” 
the clerk pointed out politely, at 
which Mr. Eisenman looked at him 
in anger and burst forth with: 
“Why you leather-necked, swivel- 
eyed son of a sea cook, if you feel 
my starboard boom running foul of 
your headlights, you'll haul in your 
jaw tackle a bit and—” 

“Give him a ticket quick,” said the 
chief agent standing near, “he’s a 
sailor all right—nothing else but!” 


* * * 


A. W. Howe, of the J. M. & L. A. 
Osborne Company, Cleveland, Ohio, 
has a very good sense of humor. 
The funny part of it all is that he 
always seems to be at the place 
where humorous things are happen- 
ing. Not long ago he was riding on 
a street car. You can well imagine 
how he enjoyed the following inci- 
dent: A kindergarten teacher, with 
a pile of books on her arm, was 
about to get off the street car just as 
a gentleman was attempting to get 
on. In this gentleman she thought 
she recognized the parent of one of 
her pupils in school. “Good morn- 
ing,” she said, with a cheery smile. 
Almost instantly she saw, by the 
quizzical expression on the face of 
the man addressed, that she had 
made a mistake. Intending to cor- 
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rect her error, she quickly said: 
“Oh, pardon me! I thought you 
were the father of one of my chil- 
dren.” Needless to say that the 
man turned pale, while the young 
woman became a livid crimson. Mr. 
Howe did not laugh just then, but 
after he got back to his hotel he 
surely did let go. 
42 8 


The spring of the year in most 
localities is accompanied by high 
winds and in the rural communities 
at least by the presence of hens in 
large quantities and many different 
colors. 

One day recently Arthur Lam- 
neck of W. E. Lamneck, Columbus, 
Ohio, had the misfortune to have his 
black hat blown off by a high wind. 
Mr. Lamneck ran as fast as he could 
in pursuit of his fast disappearing 
head piece and finally thought he 
saw it on the other side of a high 
fence. Scrambling over the fence 
with agility he started to chase it 
again, but each time he thought he 
had captured it, it seemed to move 
away. Suddenly a woman’s angry 
voice broke on his ears. 


“What are you doing there?” she 
demanded shrilly. 

Mr. Lamneck in his best of pol- 
ished manners explained that he was 
only trying to retrieve his hat. 

“Your hat!” shouted the woman. 
“Well, I don’t know where your hat 
is; but that’s not a hat you’re chas- 
ing; it’s our little black hen!” 

* * * 


I don’t believe there are many 
people who stop to realize how cos- 
mopolitan the average South Da- 
kota citizen really is. Glenn H. 
Burgess of the Premier Warm Air 
Heating Company, Dowagiac, 
Michigan, and W. W. Chalk, of the 
W. J. Burton Company, Detroit, 
were discussing the subject one day 
at a recent convention and I hap- 
pened to overhear them. Glenn was 
saying: “Yes, the average South 
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Dakota citizen gets up at the alarm 
of a Connecticut clock, buttons his 
Chicago suspenders to Detroit over- 
alls, puts on a pair of cowhide boots 
made in Ohio, washes in a Pitts- 
burgh basin, using Cincinnati soap, 
and dries on a cotton towel made in 
New Hampshire, sits down to a 
Grand Rapids table, eats hot biscuits 
made with Minneapolis flour, Kan- 
sas City bacon and Indiana grits 
fried in Omaha lard, cooked on a St. 
Louis stove; buys Irish potatoes 
grown in Michigan and canned 
fruits put up in California, seasoned 
with Rhode Island spices, slaps on 
his old wool hat made in Philadel- 
phia, harnesses his Missouri mule, 
fed on Iowa corn, to an Indiana 
plow.” 

“Yes,” said Mr. Chalk when Mr. 
Burgess ceased talking completely 
out of breath, “and at night he 
crawls under a New Jersey blanket 
and is kept awake by a South Da- 
kota dog—the only home product on 
the place.” Of course you realize 
now why these conventions are so 
helpful to the boys. The conduct 
and conversation indulged in is so 
elevating. 

* * * 

George Harms, of F. Meyer & 
Brother Company, Peoria, Illinois, 
was sitting in his office one fine 
morning not long ago when a negro 
sauntered in. “Good mawnin’, Mr. 
Harms. Kin I use yo’ phone a 
minute?” he asked. 

“Why, certainly, Sam,” said Mr. 
Harms. 

Sam called his number and after 
a few minutes’ wait, said: “Is this 
Mrs. Whiteside? Well, I seen in 
de paper where you’all wanted a 
good culled man. Is_ you still 
wantin’ one? Then the man youse 
got is puffectly satisfactory and you 
don’t contemplate makin’ no change 
soon. All right, ma’am, good-bye.” 

Mr. Harms could not help hear- 
ing what Sam had said. When Sam 
had completed his conversation and 
had left the phone, Mr. Harms said: 
“Now, that’s too bad, Sam, that the 
place is filled.” 

“Oh, dat’s all right, Mr. Harms, 
I’se de nigger what’s got de job, but 
I’se jest a wantin’ to check up.” 
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What Correct Application of 
Code Means 


E have heard a lot about the Standard Furnace 

Code during the last two or ¢hree years. We are 
going to hear a great deal more about this Code for the 
correct installation of warm air furnaces in the very near 
future. Not only are we going to hear more about it, 
but the public in general, too, are going to be told about 
the Code and what it can do to promote Health, Com- 
fort and Economy. Telling the public is about all that 
remains to be done by the industry before the prestige of 
the industry is going to be raised and before the increase 
in orders for the warm air heating system begin to 
roll in. 

There is, however, good and sufficient evidence that 
all of the furnace installers have not fully grasped the 
idea back of ‘the Standard Furnace Code. Many of them 
do not fully understand its application. For that reason 
they are not bringing it to the attention of the public as 
effectively or consistently as they might do in their local 
newspaper advertising and direct-by-mail efforts. 

In recent issues of AMERICAN ARTISAN there have 
appeared appeals by furnace installers for help in cor- 
recting defects in new and old installations which fail to 
work properly. Many furnace installers have responded 
generously to these appeals and have given freely of their 
experience and observation. They do not say that their 
system is the best; they submit what they think are solu- 
tions that will work. 

However willingly these men offer of their experience 
for a common cause, there appears to be a great differ- 
ence in the results that they produce. No two of these 
solutions are alike or anything like an approximation—a 
condition which we think should not exist, in view of the 
fact that each one of these men had the same data to 
work from and were presumably governed by the Stand- 
ard Furnace Code in at least the fundamentals of the 
problem. 

Under these circumstances it would seem entirely 
logical to believe that the discrepancies are caused by an 
inadequate understanding of the Standard Furnace Code. 
It seems highly improbable that, given identical data and 
a common rule of procedure, a group of men could 
diverge so widely in their final solution of a common 
problem if it were not true that some of them at least 
do not understand the accepted rule of procedure. 

As stated previously, there is nothing difficult about 
the Standard Furnace Co.e Any boy who has mastered 
the seventh or eighth grade arithmetic can follow its 
precepts. The furnace installer’s experience and intelli- 
gence should guide him in putting the entire system in 
after he has mastered the Standard Furnace Code. 

On pages 30 to 32 of the April 10 issue of AMERICAN 
Artisan the Editor has worked out and clearly explained 
the application of the Standard Furnace Code to the 


first floor rooms of a 6-room bungalow. This layout 
should greatly assist any furnace installers who are find- 
ing it hard to understand the Standard Furnace Code. 

Any questions that may occur to the installer during 
his work on which he would like further enlightenment 
should be mailed to the Standard Code Editor of 
AMERICAN ARTISAN. If you have a warm air heating 
job on which you do not understand how to apply the 
Code, send the Code Editor the complete details and he 
will reply through the columns of AMERICAN ARTISAN 
or if the case is urgent by special correspondence. 

The Code is going over! It is, therefore, important 
that every warm air furnace installer know how to apply 
the Code. Any one who had the privilege of listening 
to the research professors of the University of Illinois 
outline their work at the St. Louis convention could not 
fail to appreciate the significance which attaches to the 
Code. Get behind it with all your might! It needs 
you and you need it!! 


Making the Most of Better 
Homes Week 


HE National Better Homes Week will be held April 

25 to May 1 this year. This fact should be of a 
great deal of interest to sheet metal contractors and 
warm air furnace installers. A great deal of national 
advertising will be done during this week. People’s 
attention will be called to the fact that they live in 
homes; that these homes are constructed from building 
materials, made weather tight and comfortable with other 
materials. 

Such national movements always arouse a great deal 
of interest. They give people something to think about. 
They are an excellent opportunity for sheet metal con- 
tractors and warm air furnace dealers to tie up to. 

Full information regarding the movement can be had 
by writing to James Ford, Executive Director of Better 
Homes in America, 1653 Pennsylvania Avenue, Wash- 
ington, D. C. 

It is to the interest of every sheet metal contractor and 
warm air furnace installers who is interested in increas- 
ing his business to get full details regarding this move- 
ment as soon as possible and tie up to it in every way 
he can. Local newspaper advertising should be reshaped 
to tie up to the national advertising which the movement 
will get. Window displays can be staged so as to con- 
centrate attention on the store which handles building 
products. Attention should be called to the superiority 
of sheet metal cornices, gutters, downspouts, roofs over 
other materials. Standard Furnace Code installed warm 
air heating plants should be pushed as they newer were 
before, because now is the time when people are natur- 
ally thinking of building and it is to your advantage to 
get them to built right at the outset. Don't neglect to tie 
up to this national better homes movement. 
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Turn Overhead Costs Into Profits by Em- 
ploying a Man-Per-Hour Basis of 
Operating Cost Determination’ 


Successful Contractor Must Necessarily Know Ope- 
rating Costs Before Business Can Produce Profits 





HERE was a time when the 

discussion of Overhead Costs 
in a meeting or convention was the 
signal to light up, settle back in the 
chair and wonder how long it was 
going to take that bird to get 
through. The name itself—Over- 
head Costs—suggested a vast, com- 
plicated something that most con- 
tractors avoided as much as possi- 
ble. In other words it was a dry 


subject. 
But twentieth century business 
methods with keen competition 


have conclusively proven to every 
one that overhead costs are serious 
problem in any business. Especially 
is this true in the contracting busi- 
ness, for besides the alarming num- 
ber of failures each year, there are 
thousands who are conducting their 
business at an actual loss and more 
thousands who are losing money on 
individual jobs. 

Now what is the cause of this 
condition? Here is a Sheet Metal 
Contractor with five, ten, or twenty 
years of experience, giving his time, 
the time of his force, use of his 
tools and equipment on a job for a 
day, two days or ten days and ac- 
tually losing money while doing it. 

People give many reasons for 
this condition, but the reason for a 
big majority of such losses is that 
the contractor does not have an ac- 
curate knowledge of his cost of do- 
ing business, or if he does know his 
cost he is unable to accurately de- 
termine the amount that should be 
charged to the individual job. The 





*Address on “Turning Overhead 
Into Profits,” by W. V. Schmidt, 
Comfort Printing Specialty Company, 
St. Louis, Missouri, delivered before 
the Michigan Sheet Meta! and Roofing 
Contractors’ Association in convention 
at Battle Creek, and also before the 
Cook County Sheet Metal Club. 
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result is that, while he gets the job, 
he is very apt to lose money on it. 
Now I realize that most of you 
are successful sheet metal and roof- 
ing contractors. No doubt most of 
you have some method of figuring 
your overhead and apportioning it 
to your contracts. Your method 
may not be the best one, nor the 
simplest. It may not even include 
all your overhead; but when one is 











In this article W. V. Schmidt 
has outlined one method of de- 
termining overhead costs. The 
rate per man per hour method 
has much to commend it. Mr. 
Schmidt alsg gives a_ very 
plausible reason why the suc- 
cessful sheet metal man must 
be interested in the success of 
his brother sheet metal men. 
The entire article and the dia- 
grams are very instructive and 
should be thoroughly studied 
by all sheet metal men. 








successful it is very easy to feel 
that what the other fellow doesn’t 
know, doesn’t concern you. 

You are concerned in what the 
other fellow doesn’t know, no mat- 
ter how successful you are. Your 
competitor who does not fully un- 
derstand his costs, not only loses his 
own money, but he takes the con- 
tract away from you or from the 
man who is making the proper 
charge. To let this man continu- 
ally lose until he goes bankrupt and 
gets out of the business will not 
help matters any, for just as soon 
as he steps out there is another to 
step into his place. Therefore, you 
are not only interested in the profit 
you make, but you should he inter- 









ested in seeing that everyone in 
your line knows enough about his 
costs to make the proper charge. 

I don’t believe there is one of you 
here who belongs to this associa- 
tion, and attends these conventions 
who does not believe that in addi- 
tion to the pleasure it gives him, 
that he is really profiting in dollars 
and cents by the interchange of 
ideas and the discussion or adoption 
of new practices. Now when you 
profit by attending these conven- 
tions every other member profits, 
and your attendance here is help- 
ing him as much as his attendance 
is helping you—to make dollars-and 
cents. Too many forget all about 
the other fellow. There are others, 
too, who get every contract possible 
and if anyone underbids them, hope 
they lose their shirt in doing it. 

I have seen it happen scores of 
times when I was selling sheet 
metal. One of my customers would 
get a material price on a job and 
submit a bid. He felt that he was 
taking the job for almost nothing 
and when he found a competitor 
considerably below him, he was sure 
that this competitor was going to 
lose money on it and was just 
tickled to death about it. 

Now what has a fellow like that 
got to be tickled about? What is 
the other fellow’ loss going to mean 
to him? For one thing, it is going 
to mean that his prices are shot. 
How is he going to convince his 
customers that his competitor 
doesn’t know his business and takes 
work at a loss? What does the cus- 
tomer care anyway who loses if he 
can get the work done cheaper? 

Wouldn’t it be better to help this 
competitor locate his error, stop his 
profit leaks and keep him from 
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quoting a price that made him lose 
money ? 

What your competitor does not 
know does concern you and what is 
often called unfair competition is 
really only ignorant competition. 
Your competitor does not want to 
be unfair, nor does he want to take 
a contract at a loss. He really be- 
lieves that he is going to make 
money at his price. No doubt he 
often considers some of your low 
prices, when you lose money, unfair 
competition. 

Nearly all construction work to- 
day follows a definite plan. You 
make a quantity survey and verify 
your material prices. You estimate 
carefully the amount and cost of the 
labor. You are careful to list the 
exact cost of each individual item 
of material and every labor opera- 
tion. Any chance of saving on 
either is carefully considered before 
submitting your bid. 

But while giving such care to the 
smallest detail of your material and 
labor cost, scant attention is given 
to your overhead cost. Many con- 
tractors just add a certain percent- 
age for overhead, because the 
amount of their overhead last year 
was that percent of the total busi- 
ness. Some just double the labor 
charge and feel sure that that is 
plenty. Why is it that so few want 
to do more than guess at their over- 
head. Is it because the overhead 
cost on the individual job cannot be 
seen in the same light as material 
and labor cost. Don’t guess. It is 
a dangerous practice. It represents 


too much money to be handled care- . 


lessly and besides it is too easy to 
know exactly. 

Now I realize that much has been 
said and written upon the subject 
of overhead costs. Volumes have 
been printed stressing the impor- 
tance of this expense and the ne- 
cessity of every business man hav- 
ing a complete knowledge of it. The 
members of this convention have 
been spoken to on this subject be- 
fore and I am sure you will realize 
that it is important. Now that you 
have again listened to the impor- 
tance of this subject I am going to 
explain to you with the aid of slides 
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the method that any contractor, 
large or small can use, to properly 
solve this problem. It does not re- 
quire the assistance of an account- 
ant, and in a business where the 
contractor is also the mechanic and 
the bookkeeper, it will take only a 
few minutes of his time each day. 

First you must determine the 
amount of the overhead cost per 
year—not last year, but this year. 
In arriving at the amount of the 
various items which make up your 
overhead cost, give careful consid- 
eration to each one. This estimate 
is most important and as it is made 
but once a year, you can afford to 
give it all the time necessary. 

It must be remembered that 
neither the volume of business nor 
the amount of expense incurred 
during the previous year are likely 
to be the same during the current 
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year. Therefore, the amount of in- 
direct expense for the previous year 
can be used as a guide only in esti- 
mating the amounts of the follow- 
ing year. 

On Form 708 you will find listed 
the various items that make up 
overhead or indirect expense under 
three divisions. “Fixed Annual” 
or those expenses whose amounts 
are a fixed sum for a year or more. 
“Current Expense,” those items 
which are usually contracted and 
paid on a monthly basis. ‘“Miscel- 
laneous Expense” covers all items 
not included in the fixed annual or 
current expense. 

This list covers practically all 
costs of the contracting business 
which cannot be charged to any par- 
ticular job. Some contractors may 
find certain items on this list that 
do not apply to their particular 
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business. For instance: A _ con- 
tractor may not donate to any form 
of charity or he may not use any 
form of advertising, or his business 
may not require any traveling, but 
as a rule a contractor will find that 
at some time during the year, he 
will pay out some money for every 
item listed here. Every item on the 
list is an overhead expense and 
must be so considered, except 
where it is possible to charge it di- 
rectly to a job, as in the case of 
some liability insurance or some 
job that requires an unusually large 
amount of drayage which can be de- 


your business occupies, of course, 
you have no taxes to pay on real 
estate or buildings. Auto license 
is easily determined and miscella- 
neous taxes and license include all 
that are not included in state or fed- 
eral taxes. Insurance often cov- 
ers a period of years and must, 
therefore, be properly divided so 
that the correct amount for one 
year’s insurance is determined. 
Next you have depreciation costs. 
These costs should be carefully fig- 
ured on a Form like No. 703. List 
all the assets of your business,— 
buildings, machinery and equip- 
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termined in advance. Such items 
are charged directly to the contract 
under the heading of Special Ex- 
pense. 

Now let us take these itemis one 
at a time and see what they are and 
how we shall arrive at the amount. 
First we have Taxes on Real Es- 
tate and Buildings, Federal and 
State Taxes, Auto License, Miscel- 
laneous Taxes and License, Insur- 
ance and Trade Association Costs. 
Nearly all of these first seven items 
are known amounts and can be es- 
timated very accurately by re- 
ferring to the amounts of the pre- 
vious year and taking it into con- 
sideration,—the expected change in 
the volume of this year’s business. 
If you are paying rent for the space 


ment. In the first column you list 
the original cost price, in the second 
the age of the property in years, in 
the next estimate its present value 
and in the next the number of addi- 
tional years of active use. With 
the total life of the building, ma- 
chinery or equipment, its present 
age and the difference between its 
original cost and present value, you 
have the rate of depreciation. 

This record of depreciation cost 
will prove valuable to you in deter- 
mining the amount of insurance 
necessary and in proving an insur- 
ance loss. It will also help you in 
making out’ your tax report and 
substantiating your business state- 
ments. 


Getting back to the list of ex- . 
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penses, we next have interest on 
capital. Many people do not con- 
sider this an expense and are sat- 
isfied to charge to the business only 
stich interest that is paid on bor- 
rowed money. 

In order to know the actual earn- 
ings of your business as a contract- 
ing business, you must know the 
amount of profit it has made over 
and above such amounts as you can 
realize by investing your money 
with perfect safety in first mort- 
gages on real estate or bonds. If 
you were to sell your business to- 
morrow, you could invest the 
money at 5 or 6 per cent with per- 
fect safety. No effort would be 
necessary to assure that return. The 
money itself earns that much, so 
that much should be charged to the 
business before you know what it 
has earned as a contracting busi- 
ness. Many business men and ac- 
countants differ in their views upon 
this item, but this estimate of in- 
direct expense must not be con- 
fused with a statement of profits 
earned which is made to the federal 
government and the various states. 
This is only an estimate which is to 
help you in making a price that will 
insure a profit. 

Next is repairs. When estimat- 
ing repairs you know in advance 
certain repairs which will be neces- 
sary on buildings and some of the 
machinery. Others are made from 
time to time and a close check can 
be made by comparing the estimate 
with the actual cost of your repairs 
each month. This record will show 
you just what was repaired, when 
it was repaired and what the cost 
was. 

Next is rent. You know what 
that amount is so you have only to 
list it. If you occupy your own 
building, you should charge the 
business with the same amount of 
rent that you would receive from 
a tenant. Where an entire building 
is occupied and owned by the con- 
tractor it is better to take care of 
this by charging interest on the in- 
vestment and charging the business 
with the annual depreciation and re- 


pairs. 
Light, heat and power can be es- 





April 17, 1926 


timated quite accurately. Salaries 
included in overhead costs do not 
include shop wages. Only such 
salaries as managers, office help and 
foremen if employed as foremen 
only and not in actual productive 
work. If you, as owner, are de- 
voting your time to its manage- 
ment, you should charge the busi- 
ness with a salary for yourself at 
the same rate you would have to 
pay another man to manage it with 
the same degree of efficiency. 

The rest of the current expense 
—postage, traveling expense and 
automobile expense—can be esti- 
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is costing the contractor and unless 
he charges this to the business 
along with the other operating ex- 
penses, it represents a loss,—that 
will reduce his profits. 

An accurate and practical method 
is to charge all labor payments in 
excess of that chargeable directly 
to the contract to overhead expense 
under the heading of Idle Hours 
of Labor. 

One sheet like this well last you 
a year and make this easy. In the 
first column you have the total paid 
for labor for the month. In the 
next you have the amount of labor 
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mately closely. Miscellaneous ex- 
pense, legal expense, claims and re- 
turned goods, would be estimated, 
also your interest and discount. 
Then you have idle hours of la- 
bor. This represents an indirect 
expense that is perhaps the most 
elusive of all. But unless you give 
this careful attention it is going to 
subtract a large amount from your 
profits each year. It is doubtful if 
there is a contractor in any line 
employing labor who does not find 
that there are several hours of each 
man’s time each week which cannot 
be properly charged to any certain 
job. In some lines of business as 
much as 20 per cent of the labor 
cost cannot be charged directly to 
any job. This non-productive labor 


you charge to contracts, the differ- 
ence between these two is usually 
larger than you expect. From this 
difference you subtract the cost of 
labor or other necessary work and 
the remainder is the cost of idle 
labor. 

The proper use of a time .card 
will show you exactly how much of 
the time you are paying for is pro- 
ductive and how much must be con- 
sidered overhead expense. This 
card should show the employe’s 
name, date, space for the job num- 
ber and a brief description of the 
work done and the exact amount of 
time spent on it. When workmen 
account for their time, insist upon 
them being exact when reporting 
time making repairs. It is a com- 
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mon practice in many shops to ac- 
count for any inactive time under 
the general heading of “Repairs.” 
It is better to report a part of their 
time spent in actual idleness; for 
you would then know the cost of 
your various repairs and know 
whether certain ones are justified. 
[f any machine or tool is getting too 
much attention you can investigate, 
—maybe it would be cheaper to 
throw it away and buy a new one. 

The time card should be turned 
in each day. After getting it on the 
payroll sheet, post it to the contract 
sheet. In this way the various jobs 
will be charged with their labor cost 
daily. You will know if the time 
estimated is being exceeded. If it 
is, you can take the proper steps to 
complete the job in accordance with 
the original estimate. 

Getting back to the annual list 
again, you now have your complete 
estimate or budget. Divide by 12 
and you have your estimated over- 
head for one month. Divide by 52 
and you have the estimated over- 
head per week. 

Now having your overhead per 
week or month the next thing is to 
properly apportion it to each job. 
To do this you must select some- 
thing upon which to base the distri- 
bution. This basis must have a 
direct relation to the amount of the 
overhead. In fact, it must be that 
which actually controls the amount. 

Now what is the basic factor that 
makes this monthly or weekly over- 
head just what it is? Some con- 
tractors believe that the amount of 
overhead is governed by the volume 
of business done and apportion 
their overhead accordingly. Some 
say it is the amount of money paid 
for labor and others that it is the 
cost of material used. While each 
of these may have some slight affect 
upon the amount of overhead, they 
could not be used as a basis because 
they vary without changing the 
overhead. The amount of over- 
head would be practically the same 
whether labor received 50c or $2.00 
per hour, whether the material used 
was the least or most expensive. It 
would be practically the same’ 
whether the amount of business 
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done for that month was a normal 
amount or only half that much. 

Your taxes, interest, rent, depre- 
ciation, salaries, insurance and the 
like are the result of a period of 
time elapsed. The correct way 
therefore is to apportion your over- 
head to jobs upon a time basis. If 
you took a job that occupied your 
entire force for one month, it would 
be proper to charge that job with 
the entire overhead expense for one 
month. But this rarely occurs. As 
a rule there are several jobs of vari- 
ous sizes going through the shop at 
one time. To charge each with its 
proper share of overhead, you must 
arrive at the rate of overhead ex- 
pense per man per hour and that’s 
easy. 

Just suppose you are employing 
four men, each working 45 hours 
per week. You would have a total 
of 180 man hours of labor per 
week. Now suppose your weekly 
overhead amounted to $135.00. Di- 
viding your weekly overhead by the 
number of man hours per week you 
will find 75 cents to be the overhead 
expense per man per hour. The 
cost of carrying on that business is 
75 cents for each hour of each 
man’s time. 

When you make an estimate you 
list the estimated amount and cost 
of material required ; the number of 


hours of labor required to perform 
the various kinds of work and the 
rate paid for that labor. Any spe- 
cial expense, such as work that can- 
not be done with your equipment, 
permits or inspection fees are 
added. The total of these three 
items—material, labor and special 
expenses will give you the actual 
cost of completing the job. 

Now it is easy to charge the job 
with the proper amount of over- 
head for you have only to multiply 
the overhead rate per man, per 
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hour, by the estimated number of 
hours of labor required for the job. 
This gives you the total cost and 
it is only necessary to add your 
profit. This added profit you must 
remember is net profit as all else has 
been taken care of. 

A weekly check on the overhead 
rate per man per hour should be 
made by determining the actual 
overhead expense and the actual 
number of man hours per week, and 
any considerable variation for the 
period of a month should be cor- 
rected by changing the overhead 
rate to conform to the actual rate 
as shown by the records. 

On the contract sheet you ‘list the 
actual amounts. Material, labor, 
special expense and the actual over- 
head by multiplying the overhead 
rate by the actual number of hours 
of labor. In the summary of costs 
you have a valuable comparison. 
Any mistakes will show up plainly 
and can be avoided in future esti- 
mates. 

This method is really very simple, 
but to many who are accustomed 
to base their overhead on the vol- 
ume of business it is sometimes dif- 
ficult to realize that you are always 
charging the proper amount. A 
short time ago I was talking to a 
contractor from the South. He was 
doing, I believe, the largest volume 


of business in his city. He based 
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his overhead on total cost and his 
profit on labor and material. He 
heard me outline this method at a 
convention and came up to my room 
afterwards with some questions. 
To demonstrate the man hour 
basis, I asked him, “Suppose there 
was a job requiring the forming 
and hanging of 250 feet of 24 inch 
girth, O. G. gutter and you were 
asked to submit a bid on 24 gauge 
galvanized steel and another bid on 
16 oz. copper. What would be the 
difference in time required for com- 
pleting the two jobs.” He said that 
they would be practically the same. 
I then explained that owing to the 
copper material costing three or 
four times as much as. steel the 
overhead charge on that job was 
that much higher. He came back 
saying that he was entitled to more 
profit on the copper job than the 
steel job. 1 then explained that the 
overhead should not be confused 
with profits. We were dealing with 
actual overhead cost and if the time 
required on both jobs were the 
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same, it would be proper to charge 
the same amount of overhead to 
each job. Then he should add to- 
gether his material cost, labor cost, 
cost of special expense and over- 
head cost and add to this total a 
percentage or a flat amount for 
profit. He would then find that his 
profit on a percentage basis would 
be larger on the copper job because 
of the higher material cost of cop- 
per, which would increase the total 
amount involved in the job. 

It was still not quite clear to him 
why he should charge a profit on 
overhead and special expense. You 
have as much right to charge a 
profit on overhead and special ex- 
pense as you have on material or 
labor. Material and labor represent 
an amount of money you have in- 
vested, and nothing more. You in- 
vest the same kind of money in spe- 
cial expense and overhead, and, 
therefore, you should base your 
profits upon all money involved in 
a job instead of just a part of your 
costs. 


Louisville Ladies Auxiliary Prepares 
for Reception and Entertainment 


Organization Only Four Months 
Old Has Membership of Sixty- Five 


OME. time ago the ladies of 
Louisville, Kentucky, got to- 
gether and formed what is known 
as the Ladies’ Auxiliary to the Sheet 
Metal and Roofing Contractors’ As- 


sociation of Louisville. The organ- 


ization has prospered beyond the . 


most fond hopes of the women and 
at the present time the membership 
totals sixty-five. The membership 
is composed of the wives, mothers, 
stenographers and bookkeepers of 
the sheet metal roofing contractors 
and a most enthusiastic spirit reigns 
supreme among them. 

Since the formation of this noble 
organization its members have 
worked incessantly, making prepara- 
tions for the reception and enter- 
tainment of the lady visitors to the 
national convention next month. It 
is their ambition to set so noble an 
example that the delegates who at- 


tend will carry away with them a 
desire and an inspiration to form 
similar organizations in their own 
home towns. 
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These Louisville ladies have hopes 
that the wife, mother and daughters 
of every member who attends the 
national convention will be present. 
Preparations have been made for the 
entertainment of several hundred , 
fair delegates, and the Louisville 
Ladies’ Auxiliary will be very much 
disappointed, indeed, if any less than 
the number expected come. 

Their slogan at the present time 
is: “Come to Louisville next month 
and have a glorious time with us.” 
Kentucky Sheet Metal Men 
Will Meet in Louisville, 
May 24th 

"The Sheet Metal and 
Contractors of Kentucky will meet 
Monday evening, May 24th, at the 
Kentucky Hotel, Louisville. 

As the members will be very busy 
because of the National Sheet Metal 
convention, this Kentucky conven- 
tion will be a short business meeting 
for the election of officers and the 


Roofing 


auditing of books, 
Master Sheet Metal 
Men of Milwaukee 
Hold Monthly Meeting 


The regular monthly meeting of 
the Master Sheet Metal Contractors’ 
Association of Milwaukee, Wiscon- 
sin, was held April 7. There were 
twenty-three members present and 
the meeting was presided over by 
E. Tonnsenn, accord- 
Arthur R. Po- 


President T. 


ing to Secretary 


dolske. 








Group of Louisville Ladies Who Comprise Approximately One-Half the Mem- 
bership of the Ladies’ Auxiliary to the Louisville Sheet Metal and Roofing 
Contractors. These Ladies Will Entertain the Sheet Metal Men’s Wives, Mothers 
and Daughters Who Attend the National Convention in May 
s 
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A report on the Employers’ 
Council was given by William 
Hammann. 


There were three firms elected to 
membership. These were: L. W. 
Beli, William Radmer & Sons and 
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the Supersteel Products Company. 

A motion was made and carried 
that the secretary secure three sizes 
of the slogan cut. The secretary 
was also instructed to write the 
Jensen Furnace Company. 
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The following delegates were 
elected to attend the national con- 
vention in Louisville in .May: 
Joseph H. Hollitz, Alfred C. Goe- 
thel. The election of alternates was 
postponed until the next meeting. 


Constructing a Sheet Metal Furnace Pipe 


Connection by Pattern 


Pattern Made in Response to a Re- 
quest by a Subscriber Anxious to Learn 
By O. W. Korue, Principal St. Louis Technical Institute. St. Louis, Missouri. 


ESPONDING to the inquiry. of 

a Subscriber, I want to say the“ 
accompanying drawing will be more 
serviceable to him than a full sized 
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Template. And then, too, the sub- 
scriber has to learn how to do things 
that are a little out of the ordinary. 

In this job, where the smoke pipe 
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Patterns for Furnace Pipe Connection. 


is 10 inches in diameter, and run- 
ning to a 9-inch pipe thimble in 
the chimney, will say that I should 
see that the full area of the 10 inches 
is maintained—even though I had 
to flatten the sides to fit between the 
walls of the chimney. The thimble 
should be tore out and a 10-inch 
thimble cemented in, because to re- 
duce the smoke pipe area may cause 
the heater to smolder and not burn 
so well. That is, the manufacturer 
would not have put a 10-inch collar 
on the heater if it were not neces- 
sary, and that in all probability the 
grate is of a size that requires all 
the area of the 10-inch pipe to carry 


off the large volume of smoke and 


gas. To retard this smoke and gas 
—means to retard the fires on the 
grates and resulting from a consid- 
erable fuel waste. 


But if the chimney does not carry 
more area than a 9-inch pipe, or 64 
square inches, then the enclosed 
treatment may be used. But if the 
chimney has 78 or over in square 
inches, then I should tear out the 
thimble, and make it a 10-inch pipe 
straight through. 

Possibly the first thing to do is 
make a working drawing; where 
you measure the length and the off- 
set you must confine yourself to. 
Then draw the bottom angle as 
1-1’-1”-d. Next bisect the angle 
1-1’-1” by setting dividers at 1’ and 
any radius, mark points a-b of equal 
distance from 1’. Next adjust the 
dividers to some larger radius, and 
using the new points a-b as centers 
—strike and cross arcs as at -c-. 
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More Humidity 
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—these and other 
features are making | 
theWaterbury abig, 
profitable seller.Write 


ey for details and ask 
HE Waterbury Humidifier at the 
top furnace body provides rapid also for your copy 


evaporation of water, filling the house 
with moist warm air. It can be con- f 

nected with an automatic device. oO - urn — 
Take advantage of the insistent and M H Send 
steadily growing demand for more an ’s an- 4 on | 


moisture. Sell the Waterbury. a ana 


diest Manual /, Cr 


Waterbury, and 
also your dealer 
- proposition./nclude 


The Waterman-Waterbury Co. P ffir mag Ey Ano 


/ : : 
1121 Jackson St., N,. E., Minneapolis, Minn. 4 Man’s Handiest Man ual. 
Stock carried in Albany, Harrisburg, Pittsburg and Kansas City 
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SE AMLE 5.5 FURNACE 


PIPE OR PIPELESS 
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Draw miter line 1’-c, and then draw 
the miter angle at the chimney par- 
allel to it as 1-7”. Next draw line 
7’-7”, and 7”-e as shown. 

To set out the pattern, describe 
the semicircle “A”, and divide in, 
say six equal spaces, and then square 
them into the miter line 1’-c as 
shown. You can now measure off 
the circumference, or step it off on 
the line 4-4 in Pattern I. You can 
use the spaces from section “A” if 
you wish, and then draw horizontal 
lines to the right from each point in 
stretchout. Now, from each point 
in the miter line 1’-c of elevation 
drop lines or points until they inter- 
sect stretchout lines of similar num- 
ber, as in points 4’-5’-6'-7’, etc. 
These are your intersections for 
tracing the outline for pattern I. 

To get pattern II, merely measure 
the length of 1’-1”, or 7’-7” from 
elevation and set in pattern as 4’-4”. 
Next cut out the pattern I carefully, 
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and straighten it out smooth, and 
then lay it to fit against the points 
4”-4” and mark this miter line as 
shown. If a 10” pipe is to be used 
throughout—then simply add the 
length of the side of angle III and 
set as e’-d’ and draw line, which 
finishes all of your patterns. 

But if the chimney end III is to 
be made for a 9” thimble; then 
measure the circumference as d’-e’, 
so an equal slant is held on both 
seams. Cut out the other patterns 
as before, and then form up all your 
work. The end III will require 
some trimming by sighting acrossed 
the edges something like the dotted 
curve in pattern III shows. This is 
about the best way of getting out 
only one. But if more were gotten 
out, it would be better to use Trian- 
gulation for the end III, if it is to be 
tapering. Laps must be allowed ex- 
tra on all patterns for seaming or 
riveting. 


Attitude of Courts Generally Un- 
favorable to Defendant in 
Casualty Cases 


Employer Held Responsible for Acts of 
His Agent—Must Seek Surety Protection 


T THE recent Michigan Sheet 

Metal and Roofing Contrac- 
tors’ convention, C. C. Austin, 
secretary of the Michigan Employ- 
ers Casualty Company, Lansing, 
Michigan, very ably pointed out 
some of the trials and _ liabilities 
with which an employer of labor is 
constantly confronted through the 
negligence or disobedience of his 
employes. A short survey of Mr. 
Austin was included in our report 
of the said Michigan convention. 
But, thinking the subject of suffi- 
cient importance to interest em- 
ployers of labor in our own indus- 
tries in other states, as well as in 
Michigan, we decided it well worth 
the space to quote three specific 
cases showing how on three differ- 
ent occasions employers had been 
called upon to discharge their lia- 
bility. In each one of these cases 
the damages were for the payment 


of money levied against the bus- 
iness. The cases are taken from 
the Michigan Supreme Court re- 
ports of 1924 and 1925. The testi- 
mony, of course, is omitted. 
Slee Vs. Neller, 226 Michigan 
151 (1924) 

“Neller owned a Ford one-ton 
truck. He employed Jewell to drive 
it for him. Neller instructed Jewell 
never to allow anyone to ride on the 
truck with him. Notwithstanding 
this, Jewell took a man by the name 
of Slee with him on the truck for 
the purpose: of helping to move 
some crates. 

“On the way back from the trip, 
the truck was struck by a street car 
and Slee was killed. This action 
was brought against Neller. The 
negligence complained of was fail- 
ure of Jewell to avoid the accident 
by keeping a proper lookout. 

“The first defense put up by 
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Neller that deceased was guilty of 
contributory negligence was sub- 
mitted to the jury. The jury decid- 
ed against Neller. The second 
defense that ‘Jewell by violating 
instructions not to allow passengers 
was such an act as took him outside 
his employment’ was held by the 
Supreme Court to be without merit. 

“A judgment of $4,877.50 
against Neller in the lower court 
was affirmed by the Supreme Court 
of Michigan.” 

Cummings Vs. Auto Crank 
Shaft Corporation 

“Mr. Kraess was president and 
general manager of the Auto Crank 
Shaft Corporation of Detroit. Mc- 
Kittrick was a foreman. 

“A workman was injured in the 
factory. A notice was posted in 
the factory requiring a certain am- 
bulance to be called. <A _ fellow 
workman (Jensen) offered to take 
his automobile and take the injured 
man to the hospital. Notwithstand- 
ing the posted notice, McKittrick, 
the foreman, accepted the offer. 
The accident occurred July 12th, 
1917. Jensen was driving at a rate 
of from 15 to 30 miles per hour 
according to his own testimony. 
Other witnesses approximate his 
speed as 35 to 40 miles per hour at 
the place of accident. 

“Deceased, William Kovalinski, 
was crossing Jefferson avenue. The 
day was bright, the pavement dry. 
Jensen ran over deceased, continu- 
ing on his way to the hospital. 
Jensen told an officer that the com- 
pany owned the car, but testimony 
of company officers was to the 
effect that the company did not own 
any car. 

“Facts as to dependency: The 
deceased left a wife and eight chil- 
dren. The testimony indicates that 
he was earning approximately $50 
per week prior to his death. Wil- 
liam Cummings was appointed ad- 
ministrator of the estate. 

“The action was brought under 
the Survival Statute due to the fact 
that the death did not occur until 
some hours after the accident. 

“Authority of Jensen to leave 
factory: Mr. Kraess, president 
and general manager, testified: 
‘There was a method provided for 
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TAYLOR’S 
Two Leading Brands 


Thousands of sheet metal men know our famous 
HAND MADE roofing tin—The highest quality, 
longest lived roofing tin in the world. Formerly 
called “Taylor’s Old Style,” but since 1905, 
known all over the U. S. A. as 


TARGET ANDARROW 
ROOFING TIN 


But there are times when competition is so keen 
that even the slight additional cost of Target and 
Arrow prevents its use. For this reason we have 
gotten out the best machine made plate that it is 
possible to make. It is known as 


TAYLORS’ EXTRA COATED 
40 lb. Copper Bearing O. H. 


Our distributors, located in all parts of the United 
States, carry ample stocks of both these brands of 
plate. It will pay you to get their quotations today. 


N. & G. TAYLOR COMPANY 
300 CHESTNUT STREET 
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taking care of them (injured em- 
ployes). We have taken care of 
the men. He (Jensen) had no 
business to leave the plant.’ 

“Authority of McKittrick, fore- 
man, to allow such an errand: Mr. 
Kraess testified: ‘If Mr. McKit- 
trick had followed instruction and 
had done the things he was sup- 
posed to do, and was unable to get 
results, I suppose then he would 
have had authority to do something 
else, but, he must, of course, follow 
instructions that were given him 
first.’ 

“The Circuit Court ruled in 
favor of the Auto Crank Shaft 
Corporation, but was reversed by 
the Supreme Court on the rule of 
“Respondent Superior” the princi- 
pal is responsible for the acts of his 
employes or agents. 

“Action brought for the sum of 
$45,000.” 

An employer is responsible for 
the acts of his agents or employes 
while operating an automobile even 
though such agents’ acts are con- 
trary to orders. The following 
Supreme Court decision proves this. 
An employer should, therefore, in- 
sist that every automobile used in 
his business be properly insured for 
liability and property damage. Mr. 
Claud Harris was the owner of a 
driverless garage in connection 
with which he operated a gas and 
oil station. His employe, Wagner, 
in violation of orders, took some 
gas out to a stranded customer and 
on the way hit and severely injured 
a woman (Mrs. Loux). The testi- 
mony is as follows: 

Loux Vs. Harris, Liability, 
Coverage Under Policy, 
Evidence 

“1. Claude Harris, defendant. 

“I had given him (Wagner) 
positive instructions that he was not 
to take the car out. He did not 
have any duty to take the car any- 
where. When he took the car out 
he went against my instructions. I 
knew nothing of it. He had never 
done it on any occasion that I 
know of. If anything unusual 
came up at the garage, he was to 
telephone me. His duty was to be 
there right under the roof. 

“Wagner could not rent a car 


27. 


without calling me up. When cars 
were stranded, he would call me 
and I would go to their assistance. 

“Q. Isn’t it true that if a man 
happened to run out of gasoline, it 
would be to your interest to get 
gasoline out there and get the car 
back ? 

“A. No, because we had a de- 
posit on the car and it was paid for 
by the hour. 

“2. Testimony of Gerritt Wagner. 

“OQ. So if anyone got in trouble 
and you had to go out and fix it, 
you had to take one of the other 
cars? 

“A. I never went out. I took 
the car out against his (Harris) in- 
structions. 

“QO. Had you ever been per- 
mitted to leave the garage before 
that night ? 

“A. No sir. 

“QO. Then you took it out on 
your own hook? 

“A... Yes sir. 

“The Circuit Court directed a 
verdict for defendant on the theory 
that he, as owner, had no knowl- 
edge of the use of his car and that 
he did not give his consent for use 
of car. The Supreme Court re- 
versed the Circuit Court and 
ordered a new trial on the theory of 
“Respondent Superior” (the prin- 
ciple is responsible for the acts of 
his employes or agents). 226 Mich- 
igan 315.” 

Accidents similar to those quoted 
above might easily occur to the em- 
ployes of a sheet metal contractor. 
The court’s attitude is thus seen. 
About the only protection offered 
the employer other than a strict en- 
forcement of his safety edicts is the 
protection offered by a reliable em- 
ployers’ casualty company. 

Sources of similar information 
with regard to the attitude of the 
courts of other states are the 
records of the supreme court deci- 
sions of the respective states. 


Joseph J. Jewar, Vice President 
of Standard Metal Company, 
Passes Away 

Joseph J. Jewar, vice president of 
the Standard Metal Company, In- 
dianapolis, passed away at his home, 
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1415 Broadway, Indianapolis, on 
Sunday afternoon, April 11th. 

Mr. Jewar was 73 years of age, 
having been born at New Castle, 
England, March 8, 1853. 

He came to this country at the 
age of 15, and lived in Indianapolis 
since 1865. For forty years he trav- 
eled Indiana territory in the sheet 
metal line. 

Mr. Jewar was one of the men 
who, with William Elder, William 
Husbands and Wilkenberg, founded 
the Standard Metal Company in 


1906. 


He was a member of the Central . 
Avenue M. E. Church and of K. of 
P. Lodge No. 50, Plainfield. 

Besides his widow, Mrs. Her- 
ressa E. Jewar, he is survived by 
his daughter, Mrs. M. J. Steinert, 
Chicago, and one grand child, Mary 
Alice Steinert. 

Interment was in 
Cemetery. 


Crown Hill 





Parker-Kalon Nails in Chicago. 


From M. and L. Sheet Metal Works, 
Chicago. 


Where in Chicago can I buy 
Parker-Kalon nails? 
Ans.—Chicago Furnace Supply 
Company, 1276 Clybourn Avenue, 
Chicago. 
Patent Attorney. 


From Koerner and Sons, Du Quoin, 
Illinois. 


Please refer me to a reliable pat- 
ent attorney. 

Ans.—Hubert E. Peck, Barrister 
Building, Washington, D. C. 

“Stratford” Oil Stove. 
From Percy H. Smith, Fulton, Mis- 
sour. 

Can you tell me who makes the 
“Stratford” oil stove? 

Ans.—A. J. Lindemann-Hover- 
son Company, Milwaukee, Wiscon- 
sin. 

Wall Guards for Floor Registers. 
From Prichard Sheet Metal Works, 

308 Eighth Street, Hoquiam, Wash- 

ington. 

Kindly inform us who makes 
wall guards for floor registers. 

Ans,—Hall-Neal Furnace Com- 


pany, 1853 Ludlow Avenue, Indian- 
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Millions of Sheet Metal Prospects 
Are Reading About Ingot-lron Shops 


HREE great national maga- enrolled under the ARMCO banner 
Sp ti oad Fao am, Seem of prosperity. It means more jobs, 

Colliers, ouse- _ better profits, and increased prestige 
keeping—are crying the Ingot Iron _ for all Ingot Iron Shops. 


Shop message into millions of homes. 
Think of it! Now is the time to share in the 


profits of this extensive advertising 
campaign. Let us tell you more about | 


«“ i natal cienalt the Ingot Iron Shop Plan—what it / I 
a PS ie Telling 8 has done for others—and what it 7 | 
~ k for the sign. If it's >» “Fane your Will do for you. Fill out and / 


door—these prospects are yours. mail the coupon—it's your 7 
first step on the road to So 


— — - ) or 


These readers will see the advan- 
tages of patronizing the shops where 


This is the big national advertising bigger, better business. Pir 
campaign which is backing every shop / — sjingot iron Shops 


Please send me the 
blue and white shop 
sign, samples of your 


The American Rolling Mill Company 5 mation’ pertaining to the 
MIDDLETOWN, OHIO Jf shoe Pian 


reve ios re ee ARMCO International Corporation Name...... 
‘able Address: ARMCO, Middletown 7 Xam 
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apolis, Indiana; Hardware Special- 

ty Company, 221 East Barry, Fort 

Wayne, Indiana, and Champion 

Shield Company, Cleveland, Ohio. 
Metal Birds. 


From Wendel 
Metal Works, 
Hinsdale, Illinois. 


Will you kindly advise us who 
stamps out birds of tin or other 
metal ? 

Ans. — Friedley-Voshardt Com- 
pany, 733 South Halsted Street, 
Chicago, Illinois. 

“Sirroco” Fan. 

From Lucas Heating Systems, Incor- 
porated, 7440 South Chicago Ave- 
nue, Chicago. 

Who in Chicago handles the “Sir- 
roco” fan? 

Ans.—The manufacturers, Amer- 
ican Blower Company, 140 South 
Dearborn ‘Street. 

Porcelain Enamel. 


From Henry C. Kamholz, 
Henry, Illinois. 


Please tell me who makes porce- 
lain enameled tops for kitchen cab- 
inets. 

Ans.—Enameled Steel Products 
Company, 4223 Belleplaine, Chi- 
cago. 


Furnace and Sheet 
246 First Street, 


West Mc- 


“Page” Boiler. 


From Mr. Hyman, Sears, 
and Company, Chicago. 


Can you tell me who makes the 
“Page” boiler ? 

Ans.—Page Boiler Company, 
815-819 Larrabee Street, Chicago. 
Automatic Control Units. 
From Buehrens Tin Shop, Dorchester, 

Wisconsin. 

Who makes automatic control 
units used as intakes in barn and 
other ventilating systems? 

Ans.—Johnson Service Company, 
1355 West Washington Boulevard, 
Chicago, Illinois. 

Johnson’s Soldering Fluid. 


From Carr Supply Company, 414 
North Dearborn Street, Chicago. 


Can you tell us who makes John- 
son’s Soldering Fluid? 

Ans.— Johnson Manufacturing 
Company, 729 West Washington 
Boulevard, Chicago, Illinois. 

Lifting Devices for Skylights. 


From Hoffman’s Tin Shop, New Buf- 
falo, Michigan. 


Please advise us who makes sky- 
light lifting devices. 

Ans.—H. Weiss and Company, 
83 John Street, New York City, and 
Payson Manufacturing Company, 


Roebuck 


2916 West Jackson Boulevard, Chi- 
cago, Illinois. 

What It Means to Employ 

Real Salesmanship 

in Your Work 

While every man should become 
a salesman, he must guard against 
one thing particularly, and that is 
not to allow his enthusiasm to lead 
him into making statements he can- 
not “back up.” 

Every purchaser should be 
looked upon as of equal intelligence 
as yourself, and it has often been 
found that one rash statement has 
lost a job, simply because the pur- 
chaser knew the contractor could 
not possibly “make good” and 
proved his theory by asking another 
reputable concern in the same line. 

Every man should be enthusiastic 
in selling himself and his job, but 
it should be temporized by actual 
knowledge and the limit possible. 

Just a short time ago two men 
estimated on a job. The lowest bid- 
der told some things that would be 
done by him that seemed out of 
reason to the purchaser, and in 
making inquiry from a third con- 
cern, of good reputation, concluded 
that the lower bidder “did not 
know.” He lost the job to the other 
bidder. 

The salesman who receives the 
greatest respect is the one that 
knows all about the thing he has to 
sell, combined with a sincerity of 
service and can tell his prospect just 
what he needs, why he needs it, and 
impresses his prospect with a desire 
to engage or buy that salesman’s 
service or goods. 

And it is not the “high power” 
highly educated salesman that can 
do this, but rather the man with a 
reputation for good service and a 
knowledge of “the thing to do and 
how to do it.” 

Salesmen are not born, but are 
made through a study of their busi- 
ness, and by learning how to tell 
what he knows and has done, to his 
prospect. 

We repeat the things to know to 
be a salesman: 

1. Know all about your business. 

2. Know the material and its 
use. 
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3. Know the limits of the ma- 
terial. 

4. Learn how to tell what you 
know to others. 

5. Tell your story briefly and to 
the point and then let the prospect 
ask questions. 

6. Don’t promise anything you 
are not sure you can “back up.” 

7. Give a little more than ex- 
pected. 

8. Offer to show jobs you have 
already done, photographs or let- 
ter of approval. 

9. Then do the job right and add 
it to your satisfied customer list. 


Brooks-Skinner Company 
Will Enlarge 
Their Plant 
Additions will soon be made to 
the plant of Brooks-Skinner Com- 
pany, Quincy, Massachusetts, for 
the manufacture of sheet metal 
garages and portable buildings. 








Southern Hardware Jobbers Associa- 
tion, Atlanta—Biltmore Hotel, Atlanta, 
Georgia, May 4, 5, 6.and 7, 1925. John 
Donnan, Secretary-Treasurer, 821 Amer- 
ican National Bank Building, Richmond, 
Virginia. — 

Old Guard Southern Hardware Sales- 
men’s Association, Atlanta-Biltmore 
Hotel, Atlanta, Georgia, May 5. R. P. 
Boyd, R. F. D. No. 4, Knoxville, Ten- 
nessee, Secretary. 

American Hardware Manufacturers’ 
Association, Atlanta ewer Hotel, At- 
lanta, Georgia, we BS 5, 6 and 7, 1926. 
Frederick D. Mit ell, Secretary-Treas- 
urer, 1819 Broadway, New York City. 

Southeastern Retail Hardware and Im- 
gy Association, (composed of Ala- 

oe. Florida, Georgia and Tennessee) 

Convention 
Geo Ma 
ter Harlan, 
Building, Atlanta. 

Panhandle Hardware and Implement 
Association, Amarillo Hotel, Amarillo, 
May 10, 11, and 12, 1926. C. L. Thomp- 
son, Secretary-Treasurer, Canyon. 

Metal Branch of National Hardware 
Association, Gibson Hotel, Cincinnati, 
Ohio, May 13 and 14, 1926. H. 
Donlevy, Chairman, 1014 Cherry 
Street, Philadelphia, Pennsylvania. 


Exhibition, Atlanta, 
10, 11 and 12, 1926. Wal, 
, 701 Grand Theatre 


Kentucky Sheet Metal and Roofing 
Contractors’ Association, Kentucky Ho- 
tel, Louisville, May 24, 1926. O. E. 
Hutchison, Secretary, 1526 Christy Ave- 
nue, Louisville. 
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It Happened in Coldwater 


Forty years ago there were few metal 
roofs in Coldwater, Michigan. Today 
any other type is the exception. 
’ Church, school, library, courthouse 
and home — almost every building, 
public or private—all are roofed with 
Sheet Steel. 


It happened in Coldwater because a 
go-getter, Dave C. Allen, believed in 
Sheet Steel and pushed it. After every 
type of roofing had failed on Cold- 
water’s courthouse, Allen steel-shin- 
gled it and made good. Then he went 
after every prospect—big and small. 
He talked quality and gave it. His 
jobs lasted — his business grew — and 
his profits were satisfactory. No 
magic was required. As Allen tells it, 





he simply “went out and got ’em.” 


And what Allen did in Coldwater — 
every contractor can do in his com- 
munity. You will be surprised to see 
how soon you can make your shop 
the sheet metal headquarters in your 
town. Why not pick out some one 
difficult job in your town now and 
us@it to prove the value in a quality- 
done Sheet Steel roof? 


The Sheet Steel Trade Extension 
Committee is ever ready to help you 
Sheet Steel-your town. Our booklet, 
“How to Make More Money in the 
Sheet Metal Business,” offers many 
valuable suggestions. Send for it — 
it is free. 


Sat STEEL. 


TRADE EXTENSION COMMITTEE 
OLIVER BUILDING 
PITTSBURGH PENNSYLVANIA 
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Steel Industry Maintains Steady Gait 
No Signs of Reduction on Finished Steel 


Price Reduction on Pig Iron— 
Non-Ferrous Metal Prices Sag 


N SPITE of a widespread ex- 

pectation of an early slackening 
in the demand for steel, the present 
situation offers no tangible evidence 
of general recession. 

While inquiry for certain finished 
steel products has fallen off, activity 
in other lines has increased so that 
the total volume of new business in 
prospect shows no_ appreciable 
change. 

Actual bookings likewise are be- 
ing maintained in most market cen- 
ters, but in Chicago, where un- 
usually bright conditions have pre- 
vailed, the first signs of reaction are 
appearing in the form of a mod- 
erate reduction in new business. 

Steel works operations show lit- 
tle change from last week. 


The Pittsburgh district is run- 
ning at from 80 to 85 per cent of 
ingot capacity, while in Chicago the 
rate is from 93 to 95 per cent, as 
compared with a high mark of 
slightly over 95 per cent during the 
best period in March. 

The Steel corporation is uzder- 
stood to be operating at about 97 
per cent of ingot capacity. 

Pig Iron 

Several lots of foundry grades 
involving 100 to 600 tons have been 
sold at $19, base. 


A few small lots of malleable 
brought $19 to $19.50. 


Two sets of prices also prevail on 
steelmaking grades. One inquiry 
for basic involves 2,000 tons for a 
nearby smelter; $18.50 and $19, 
valley, have been quoted. One mer- 
chant interest sold a few small lots 
of Bessemer at $20, but $19.50 is 
quoted in two other directions. 

At Chicago the reduction in 
northern No. 2 foundry and malle- 
able iron to $22, Chicago furnace, 
has not had marked effect either 
way on activity. 

Caution continues the watchword 


of many melters. The melt of iron 
is declining somewhat, eight of the 
ten merchant stacks in this district 
continue active and prompt ship- 
ment on spot orders in usually ob- 
tainable; largely for these reasons 
melters are continuing their short 
buying. 

Spot sales show a week-to-week 
increase and in many instances are 
limited to not over two carloads. 


At Birmingham, with 13 blast 
furnaces on foundry iron, 10 on 
basic and one on ferromanganese, 
production of pig iron is barely 
meeting requirements in this dis- 
trict. A little iron is being taken 
from the yards. 

Sales are being made, but larger 
melters have been holding off, an- 
ticipating concessions. Furnace in- 
terests give no intimation that 
round tonnages would induce them 
to shade $22 for No. 2 foundry. 


On small spot orders $23 is 
quoted. Some inquiries are being 
received for third quarter. 


Copper 


Consumption of copper continues 
at a high rate, but as in all other 
metals some producers make con- 
cessions more freely than others to 
keep their Stocks in good condition 
against the day that they think will 
come for the warm weather let- 
down. 

Some metal has sold at 13.87% 
cents delivered (usually % cent 
more in Midwest), but the market 
is quiet and some producers hold at 
14 cents. 


Zinc 


A few days ago lead was avail- 
able in the Middle West as low as 
7.55 cents, St. Louis basis, and even 
yesterday sales were reported at 
7.60 cents. 


Today the St. Louis market is 
quotable at 7.75 cents to 7.80 cents. 


Tin 


At the opening of the market this 
morning Straits tin for spot deliv- 
ery was sold at 63.75 cents, April 
at 63.50 cents, and in spite of the 
higher prices offerings were exceed- 
ingly limited. 

May delivery has also been in de- 
mand, selling on foreign limits this 
morning at 61.75 cents, but before 
noon buyers were bidding 62 cents 
and sales have been reported this 
afternoon at 62.25 cents. 

June delivery Straits has been 
done at 60.87% cents, July at 60c, 
but the supply available at these 
prices today is not large. 


Lead 


The New York market on April 
13th showed independence of Lon- 
don by advancing while London de- 
clined, 7.10 cents St. Louis being 
paid at the close of the day. 

The foreign advance today has 
given it a further lift to 7.15 cents, 
but the strengthening is due rather 
to scantiness of offerings than to 
volume of demand, though demand 
is not entirely lacking. 


Old Metals 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.50 to $18.00; 
old iron axles, $25.50 to $26.00; 
steel springs, $18.50 to $19.00; No. 
1 wrought iron, $13.00 to $13.50; 
No. 1 cast, $15.50 to $16.00, all 
per net tons. Prices for non-fer- 
rous metals are quoted as follows, 
per pound: Light copper, 9 cents; 
zinc, 5 cents, and cast aluminum, 
19 cents. 


Solder 


Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $40.25; commercial 45-55, 
$37.75, and plumbers’, $35.25, all 
per 100 pounds. 
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“A good machine—saves time” 


To show the wide diversity of uses to 
which the UNISHEAR is being profit- 
ably put, here is a shop which manu- 
factures stage lighting fittings—Univer- 
sal Electric Stage Lighting Co., New 
York. The UNISHEAR is called upon 


for cutting all kinds of material in this 






























shop. 

This machine, portable and compact, 
cuts any flat stock quicker, better, ) 
cheaper—without burr, without distor- . 
tion of material. Follows any line ex- 

actly, stops accurately at any point. 

Needs but one operator even on largest 

work, straight or irregular. 


Operates from lamp socket or power 
circuit (44 hp. G. E. Motor; any volt- 
age or cycle available). Capacity 14 
U. S. Sheet Steel Gage. Speed, 15 feet 
per minute. 





We will be glad to demonstrate this machine 
on your work. Write us. 





The Unishear cutting 
out its own tradec- 
mark of 14 gage 
sheet iron. illustrat- 
ing its ability to 
follow extremely 





complicated lines. 
notches. eurves 
angles 











so 


THE UNISHEAR COMPANY, INc. 


170 FIFTH AVENUE, NEW YORK, N. Y. 


(For export apply to: Unishear Export Corporation, 104 Fifth Ave., New York, N. Y.) 





When writmg mention AMERICAN ARTISAN—Thank you! 
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INSIST UPON i) Diechmam, 
DIECKMANN a 
ELBOWS AND SHOES TRADE MARK ALL JOBBERS HAVE 
THEM OR CAN GET 


THEM FOR YOU 











ARMC INGOT IRON 
LAA? The Purest Iron Made 
FS snevae-enes S and Contractors are 

well acquainted with this long- 
lasting sheet metal. Our stock includes 
every size and gauge required by the 


mark of superior quality on Galvanized Steel Sheets 
“Since 1866"’ we have been serving and - 


ee INLAND “TEC” 
Master Brand Sheets 


Everything in Sheet Metal 
Inland “TEC” Master Brand sheets are now 


Coke and Charcoal . 
Tin Plate Nickel available. The Master Brand mark signifies 
Roofing Plate that the sheets bearing it have been manu- 
Conductor Pipe factured under the exacting specification of 
Gutter the Trade Extension Committee and are sub- 
Tinner’s Supplies ject to constant inspection and test. Inland 
Master Brand sheets carry a double assur- 
ance of uniform quality; each sheet also 


MERCHANT & EVANS CO. carries the Inland brand mark. 


PHILADELPHIA INLAND STEEL COMPANY 
WAREHOUSES Genera! Offices: 38 South Dearborn Street, Chicago 
Mills: Indiana Harbor, Ind., Chicago Heights, Ill., Milwaukee, Wis. 


New York CLEVELAND | Branch Offices and Representatives 
é St.Paul Seattle St.Louis San Francisco Salt Lake City 
Me Kansas City DeEtRoIT Milwaukee Kansas City New Orleans Los Angeles 


CHICAGO 
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(VESUVIUS) 


BLOW TORCHES 


in pint or quart sizes 
a ee COneee eeas 


a Blow Torches are 
made of brass or non-corrosive 
oxydized terne plate. The lat- 
ter is particularly recommended 
for hard usage. 


Write for prices ana illustrated 
For Gasoline circular today 


QUICK MEAL STOVE COMPANY 


Div. American Steve Company 
825 Chouteau Ave. St. Louis, Mo. 











RECORD 59 




















foo” 


LIVI 


Genuine Tin- 
ners Fire Pots 





bearing the trade name “Torrid” 
are made by Diener. None others 
are genuine. Be sure the Furnace 
you buy has our name on the 
tank. 


GEO. W. DIENER 
MFG. CO., CHICAGO 


Makers of fine Blow Torches and 
Pire Pots. 











KESTER SOLDER 


Self-Fluxing 





(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 










































This Is the Fire Pot You Need 
WHY? 
Bt ch preduees ‘THE HEAT. flame 
E teit “solder in TWO MINUTES. 
C iit “an E REND Ov Wate 
It will heat irons as fast as they are 
cooled. No time wasted. 


co eS Gillen GS esses & 
used in a day. 


st is tv —4 and odorless while in 
‘ operation. 
Et can be turned down low when not 
in use. 


Order we now. Only $11.00 f. o. b. 
factory. cent discount when cash 


xo. Ee Baw DOUBLE BLAST MFG. CO., Inc. 


Gasoline Fire Pot Commonwealth Ave. North Chicago, III. 


TTERN 


FIRST-CLASS 
IN WOOD and IRON 


P / 


FOR STOVES AND HEATERS 































VEDDER PATTERN WORKS ‘“*";,;°"*° TROY, N. Y. 
TRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN ¢ COMPANY 


PATTERNS (oF sue 


THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 











For Dirty Work 


ARTS to be soldered should be 

clean—yes, but how often are they? 
In outdoor sheet-metal work dirty jobs 
are often met. Usually this work must 
stand up well and it is vital to have a 
well soldered joint. 


On a job like that, Kester is in its glory. 
Just apply heat and see how the scien- 
tific flux flows out, just before the solder 
melts. An ideal combination—this 
scientific flux, and bright virgin tin 
and lead solder. The only result can 
be neat and substantial work. And at 
that, in a fraction of the time consumed 
by using common solder. 


ah A 


Solder for general wae in 1 Ub. cartons 1, 
Pm fry ely ‘ore Solder, Kester 


Metal Mender for autoist, householder, etc. For delicate 
radio and electrical work — Kester Rosin-Core Solder. 
<> 


: et Sa by the 


CHICAGO SOLDER COMPANY 


4243 Wrightwood Ave. 
CHICAGO, U. S. A. 

















Mention AMERICAN ARTISAN in your reply—Thank you! 

















00 


AMERICAN ARTISAN AND HARDWARE RECORD 


April 17, 1926 


Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 





i enieeenneeneenemenell 

PIG IRON 
Chicago Foundry ..........$22 00 
Southern Fdy., No. 2, 27 01 28 01 
Lake Superior Charcoal.... 29 04 
Malleable ..... TS 

FIRST QUALITY BRIGHT 

Tin PLATES 
Ic 20x28 112 sheets...$25 10 
IX Err 29 60 
IXX 20x28 56 sheets... 16 20 
XXX 20x28..... aces times 17 55 
IXXXM BOmBS. 6... cose cvess 18 95 

TERNE PLATES 

Per Box 
IC 20x28, 40-lb. 112 sheets $27 90 
IX 20x28, 40-lb. “ Ne 30 90 
IC 20x28, 25-Ib. “ “ 22 20 
IX 20x28, 26-lb. “ 9 25 20 
IC 20x28, 20-ib. “ ry 20 25 
IV 20x28, 20-Ib. “ ed 23 00 
iC 20x28, 16-Ib. “ +3 16 55 
IC 20x38, 12-lb. “ ai 16 36 


“ARMCO” INGOT IBON PLATES 


No. 8 up to and including 
Me in -160 BRB. co cccccescces 463 


COKE PLATES 

80 Ibs., base, 20x28..$12 60 
90 Ibs., base, 20x28.. 12 80 
100 lbs., base, 20x28... 13 00 
107 Ibe., base, Ic 


Cokes, 
Cokes, 
Cokes, 
Cokes, 


Base 16 ga...... per 100 Ibs. $2 8@ 
“Armcoe” 16 ga...per 100 ibs. 4 00 
ONE P. ROLLED 
No. 18-30...... «-por 100 Ibs. $3 8¢ 

22-34... 2.006 per 100 3 a 
BBs cccccceees per 100 ibs. 3 $@ 
WO. Be cccccccess per 100 Ibs. 8 96 
WO BB. cc cccecved per 100 4 
BO. BD. coccisdass per 100 Ibs. 4.10 
GALVANIZED 
* 38....per 100 ibs. $6 Te 
BB scccessdee per 100 ibs. 4 5 
No. 18-30........ per 100 Ibs. 4 65 
22-34........ per 100 ibs. 4 80 
i, Bic cccscceced per 100 Ibe. 4 85 
Be Bbesccccccesd per 100 ibs. & 4 
No. 38. .....6605. 100 Ibn. 6 
No. 30....... -++-per 100 Ibs. 6 76 
BAR SOLDER 
Warranted 
Dp ccectave per 100 Ibs. 40 25 
Commercial 
 - ere: per 100 Ibs. 37 75 
Plumbers ..... per 100 Ibs. 35 25 
=ZINO 
Om Babs 2.6 .csc cece SbUbbens 6 8 6e 
SHEET ZINO 
Cask Lots (600 Ibs.)...... 13 75 
Gheet EGU. acvetcatdcdeowtse 14 75 
BRASS 
Sheets, Chicago base........ 18%c 
nn We 2caceeceseececoaue 18%c 
Tubing, brazed base........ ine 
SVEN, WEED cbccecacdeseassen 19%ec 
POG BARG..35 ace ca0 ce ahaeet « 1é%ec 
COPPER 
Sheets, Chicago base........ 22%e 
nn, MO 2s o dd 00 énegouminws 22%e 
A ay seamless base...... 26%e 
Wire No. 9 & 10, B. & S. Ga. 


Wire No. 11, B. & 8. a iisete 


HARDW SHEET ,.., nox IOERS 
METAL UPPLIES, = twan’s split Bandic 
WARM AIR FURNACE + og 
4-ft. Handle...per doz. $14 00 
FITTINGS AND ACCES. , ,, 7:1, Handle: :-ber dox. ‘#8 00 
lwan’s 68 
SORIES. Per Gab sennesssadameeee 14 90 
LEAD 
American Pig ...........+«-- $3 00 a 
EE or ¥o0 cucodenticecocundés 10 68 Gajv. Crimpedge, crated..75 & 6% 
sheet 
Full Coils ....per 100 Ibs. 14 0@ 
Cut Coils .....per 100 Iba. 14 35 ELBOWS 
— Pipe Milcor. 
TIN v.. plain or corruga 
| aa per 100 Ibs. 74 25 round flat Crimp. = 
WOR 3 sabes per 100 Ibs. 75 25 os owe sosect secs cusood iD 
26 sonra Adauaiiiieie 
ASBESTOS 24 eS sobs cane Pe Sipps iz 
Pa up to 1/16 ...... 6c per ib 
eanue oveed 6%c per Ib. 
Gees Mee” is" per Ib. square Corrugated 
sp. ft. to 1)....$6.00 per roll No. 38 a teeeeeee eet 4 
26 petWbceseseeadaee 
Hot Air Pipe Cleaning 
Bristle, with handle, each $v 85 Portice Elbows 
Flue Cleaaing Crapere Gon Conductor Pipe, 
Stee! Only, each ......... 19 et nected... 10 & 5% 
BurmRrs -  -_ Nested soli@ ......... 70 & 6% 
Coppers Burrs only ......... 46% 


ELBOWS—Stove Pipe 


1-piece Corrugated. Uniform 
“Milcor” Ne. 28 gauge. — 


CEMENT, FURNACE 
American Seal, 56-lb. cans, net $ 45 
net 90 


American Seal, 50-ib. cans, 
American Seal, 26-Ib. cans, net 2 0@ §-inch ....... $1 15 
Asbestos, 6-Ib. cans, net.... 45 ¢-inch Cher OPH) ere» 1 35 
Pecora ......... per 100 Ibe. 7 61 finch 2211722570 I TTT iit ttt 7 ag 
CHIMNEY TOPS 
Iwan’s Complete Rev. & a Special Corrugated 
Swante ton Misusidis any ten Sleek 6..c..08s evccsves seine 
i. « Xn% Scéacx ee 40% VES Saataccapvetcentcetuae & Un 
CLINKER TONGS 
Front Rank, each........... $ 6 Adjustable—Uniform Blue 
Gn ' cddbwetcdeesic «+. 8 “Milcor” Ne. 28 Gauge. Uniform 
CLIPS 5-inch 
Damper 8 Bd eg chat ab ond ae 
Acme, with tail pieces, CGRGR ocadours ceive ivwewtel 24 
Der GOs. ......cnees +++-81 36 
Non Rivet tall pieces, 
GRP BR coccswccssees ee a6 WOOD FACES—s0% off list. 
COPPERS—Seldering 
Pointed Roofing 726-6-13% (100 rods)..... $29 02 
. = ‘eek ton didane . ete 1948-6-14% (100 rods)..... 44 68 
s% Sasdsasers ee 2 
1% Ib Sepoerhen =: FILES AND RASPS 
rocaedpabadine dy per I 680 seller's (American) ......50-18 
CORNICE BRAKES - 





££ 2 reer st 
COUPLING HOSE 
ED éccbsaapececa per dos. $3 236 
CUT-OFFsS 
Kuehn’s Korrekt Kutoffs: 
ep round or eor. ré. 
gauge ...... eee ‘$2 
36 gauge ......... gap eeced 3e Bast 0¢ ‘ayt _ pountery dine of 
ovince o} an ; 
DAMPERS se ws ye ~<a Webeas. 
a, nsas, A ril- 
“Yankee” Hot Air lo, San yay —y Eanea ©, 
7 inch, each 20c, dos.......$1 16 TO dhs Tanabe caalne cs oo te 65% 
5 ee. anes Se, Sos S ecccce ;= 
Ltn aoe... 56 °° ee ee 
7 inch, each Sdecssccees East of west boundary line of 
8 inch, each........ + nln rH Province of 
e inch, each...... deeb vebaee + No. Dakota, So. e- 
12 inch, each. --:::22:°°°°55 90 arillo, Sam Angelo Laredo, 
lH ible O1 eccecccecccces aeveee SBH 
8 inch, each.......... osee+ 81 BO West of above boundary 
9 tach. emch......cc..e055 PE UO. wccccsesseees SCosscceceseees ag 





Geo. W. Diener Mfg. Co. Ba. 
No. 02 Gasolene 1 

09900 ccecesangnoosston 5 oe 

No. 6260, ~. ° 8 

wv ® tank, 1 are 18 6 
No. 16 Tinners Fura. 





G@Lass 
Single 26-in. 
Strength, A, 


ceeseese seeweeceee SED 
cnet Strength, A, 84 te 46- 


bracket ......++.-++02+-838% 
Strength A, all other 


Double Strength A, all sizes. .8% 
Tubs (Galv. after 


| eR ike ete honey pom f 


f 


RR 
_—. 
menos Soest Wire, 


HOOKS 
Vv. & B. Ne. 1, each.......80 38 


Drive” Wreught 
Tren for wood er brick...164 


Hay 
Vv. &@ BR. No. 1, eaoh......86 3¢ 


Miloor 
Galv. 


Cament “nated 9 ee 
(Continued on page 62) 




















April 17, 1926 AMERICAN ARTISAN AND HARDWARE RECORD 














PERFORATED METALS 


TERNE PLATE 
HEADQUARTERS 





~ 


All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATING METAL 


THE HARRINGTON & KING PERFORATING (0 














FEOLUS A brand as old as the Terne Plate Industry in this 

FOR HOMES country—the best that can be made by the oldest and 

The home should be prop- most experienced makers of Terne Plate. Its dur- 

erly ventilated—few of them ability, superior quality and complete satisfaction are 

are. Here is a sales oppor- proven by its large sales to a host of satisfied users. 

+ apap cessed ——or FREE—two wall hangers of tables of weights of 
Worker, but one which offers black and galvanized sheets sent on request. 


a lucrative business to those 
who take advantage of it 


rm snot Yn“ Dickinson Co. | | THE J.M. & L. A. OSBORN CO. 





in the Union Vent Makers Since 1888 “Everything used in Sheet Metal Work’’ 
SPECIFY ZEOLUS 3332-52 mae og Avenue CLEVELAND 
VENTILATORS Phone: Lafayette 1862-1863 BUFFALO WAREHOUSE: 64-68 RAPIN STREET 





—_——) 
ata 


























EARLE’S 
VENTILATOR 












IMPROVED 
REVOLVING 
an ™y 
vane ~, a gott-pubes- E AP re 
cating bearing that is not elli 
a | ee = cold. iT Ss 
t is noiseless an pro- 
duces an — wy : and Sides 
of air. No down raft. = Tasty, dignified designs, ictal Cullings 
It will satisfy and give = and ‘ides The al “tary te match ad Ina etal Ow 
= t t 
you a good profit. = parent Fa Fe we have to offer 
BERGER BROS. CO. W. C. HOPSON CO. 





229 to 237 ARCH STREET 216 Edleworth Ave. Grand Rapids, Mich, 


WAREROOMS AND rants: 100 » poe BREAD STREET 
LADELPHIA 


SUTTRULMTTne TrerT 





















Memorial Monuments 


Write for Prices and 
Illustrations 


Gerock Bros. Mfg. Co. 
Sheet Metal oo 


an 
STATUARY 


ne |e 1252 So. Vandeventer Ave’ 
CORTRIGHT METAL SHINGLES St. Louis, Mo., U. S. A. 













E make both kinds of gal- 

vanized shingles — hand 
dipped being stamped from prime 
tin plate and immersed one at a 
time in molten zinc and the other 
kind which are stamped from 
sheets already galvanized. 








We also make painted shingles— 
elther red or green. 
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AMERICAN 


ADVERTISERS’ INDEX 


The dash (—) indicates that the adver- 
tisement does not appear in this issue. 


A 


Aeolus Dickinson Co 


American Foundry & Furnace 
Co 


American Furnace Co. 

American Rolling Mill Co 
American Steel & Wire Co. 
American Tube & Stamping Co. — 
American Wood Register Co... — 
Arex Co. 


Barnes Zinc Products Co 
Berger Bros. C 

Berger Co., L. 

Bernz Co., 

Bertsch & Co 

Brillion Furnace Co. 

Burgess Soldering Furnace Co. 


Cc 


Chicago Elbow Machine Co.... 

Chicago Furnace Supply Co... 

Chicago Solder Co. 

Clark-Smith Hardware Co..... 

Clayton & Lambert Mfg. Co... 

Cleveland Castings Pattern Co. 59 

Coes Wrench Co. 

Connors Paint Co., Wm 

Copper & Brass Research 
Association 

Cortright Metal 

Cox Co., Abram 


Roofing Co.. 


Davis and Co., Inc., 
Dieckmann Co., 

Diener Mfg., Geo. W. 
Double Blast Mfg. Co. 
Double-Duty Elbow Co. 
Dreis & Krump Mfg. Co 


E 
EagleSfield Ventilator Co. 
Excelsior Steel Furn. Co. .... 


F 
Fanner Mfg. Co. 
Floral City Heater Co, _ 
Forest City Fdy. & Mfg. Co.. 
Fex Furnace Co. 


G 
Gerock Bros. Mfg. Co. 
Granite City Steel Works 
Gray & Dudley Co. 
Great Lakes Supply Co. 


H 


Harrington & King Perf. 
Hart & Cooley Co. 
Heating Systems & Supply Co. — 
Henry Furnace & Fdy. Co.... 
Hero Furnace Co. 

Hess-Snyder Co, 

Hessler Co., H. 

Homer Furnace Co. 

Hopson Co., W. 

Howes Co., 8. 

Hussey Co., C. 


Co. 61 


Inland Steel Co. 
International Heater -Co. 


Kirk-Latty 
Kruse Co. 


Mfg. 


Lalance & Grosjean Mfg. 
Lamneck & Co., W. . 
Langenberg Mfg. Co. 
Lennox Furnace Co. 
Liberty Foundry Co. 
Lupton’s Sons Co., 


co. — 


David..... 


Marshalltown Heater Co. 
Marshalltown Mfg. Co. 
May-Fiebeger Co. 
Merchant & Evans Co. 
Meyer Furnace Co., 


Meyer Bros. Co., 
Milwaukee Corr. 

Monitor Furnace Co. 

Mt. Vernon Furn. & Mfg. 
Mueller Furnace Co., L. 


N 


National Enameling & Stamp- 
ing Co. 
New Jersey Zinc Sales Co., 


Northwestern Stove Repair Co. 


Oo 
Oakland 
Osborn Co., 


Fdy. 
The J. M. & L. 


P 
Parker-Kalon Corp. 
Peck, H. E. 
Peck, Stow & Wilcox Co 
Pecora Paint Co. 
Peninsular Stove Co. 


Quick Meal Stove Co. 
Quincy Pattern Co. 


R 


Robinson Furnace Co. 

Rock Island Register Co 
Royal Ventilator Company.... 
Rudy Furnace Co. 

Rybolt Heater Co. 

Ryerson & Son, 


Ss 
Sall Mountain Co. 
Schwab & Sons, R. J. 
Security Stove & Mfg. Co 
Sheet Stee! Trade Ex. Comm.. 
S. L. Products Co. 
Special Chemicals Co. 
Standard Fdy. & Mfg. Co.... 
Standard Furn. & Supply Co... 
Standard Ventilator Co 
Stearns Register Co. 
St. Clair Foundry Corp 
St. Louis Heating Co. 
St. Louis Tech. Inst. 
Sturtevant Co. 
Success Heater Mfg. Co. 


Taylor Co., N. 

Thatcher Co. 

Technical Products Co. 
Tuttle & Bailey Mfg. Co. 


U 
Unishear Co., The, 
United States Register Co 
Utica Heater Co. 


Vv 


Vedder Pattern Works 
Viking Shear Co, .. 


w 
Warm Air Furnace Fan Co... 
Walworth Run Fdy. Co. 
Waterman-Waterbury Co. 


Western Steel Products Co.... — 


Wheeling Corr. Co. 

Whitney Metal Tool Co 

Whitney Mfg. Co., W. 

Williams Hardware Co. 
Williamson Heater Co.... 

Wise Furnace Co. 10 
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Markets—Continued from page 60 


NETTING, POULTRY 


Galvanized before weav- 
ing occeseccecsocesee 3 Geen 
Galvanized after weaving... 45 


PIPs 
Conductor 
Cor. Rd., Plain Rd or Sq. 
“Interlock” Galvanized 
Crated and nested (all 
ga ) secocesnens, OES 


Cra and 
(all gauges) .........70-16% 
Uniform 


“Milcor” “Titelock” 


Blue Stove 


28 e, 6 inch U. C. 
RONEOE “ca ccacessconceoee 82 OD 


28 gauge, 7 inch 
nest b ob du doancohec cont BO OO 
inch 


30 gauge, 6 1 v. 

nest ccccccsccccsccecs 80 OO 
80 ga 6 inch U. C. 

nest 10 60 


30 *, 7 inch “U. “C. 
SUE a guderaaceccesse MO 
T-Joint Made up 
6-inch, 28 ga......per 100 32 50 


Furnace Pipe 
Double Wall Pipe and 
Single Wall Pipe, ‘oa 
e 
Iron Galvan pages... 808 
GoNtines and Black 
Fitt Songecoveccsoce® 
Milcor Gaivanised 
Pipe and Fittings........50% 


Lead 
Per 100 Ibs............+-$12 60 


POKERS, STOVE 
Wr't Steel, str’t or bent, 
n° pecess cess: ae dos. $0 75 
Nickel Plated, coil han 
sooepecensanses ocean 4.20 


POKERS, FURNACE 
ccccccccccecccccccccssG® BO 


PULLEYS 
Furnace Tackle....per doz. $0 60 
per 6 00 
Furnace Screw ( 


cccccccceccscccces DOE 76 


Ventilating Register 


Large, per pair 


CQawes Putty, 100-Ib. 
QUADBANTS 
Malleable Iron Damper......10% 


REDUCERS—Ovel Stove Pipe 

Per doz. 

7—6, 1 doz. in carton.......$2 00 
BASEBOARD REGISTERS 

Mxcelslor .....cceescceseves ss SO® 


FLOOR REGISTERS AND 
BORDERS 


Semi-Steel........ 
sceteesesaceeeconseeenD 


Cast Iron 
Steel and 
Baseboard 
Adjustable Ceiling 
Ventilators ....cceccceee s+ 4% 
Register Faces—Cast and Steel 
Plated, Bronzed and 
4x6 to 14x14......40% 


a» BF 
lint4 to B8xd2 .......-04-- 60% 
Large Register 
lexi4 to 88x42 ..........+-65% 


oie oe 6-10-56% 


Galv. 
se eeeeseseesce s T5010 
Globe Finials for Ridge Roll. .50 


Mention AMERICAN ARTISAN in your reply—Thank you! 


Best arate, late rt. reve TT T 
Best surfaced 68 
| = Ahn “tale coscce 

Light talc we geo 1 30 
Red Rosin Sheeting, per ton 57 0¢ 


No. 7, %= 
No. 10, 4x3 
No. 14, 


Pg gross...$@ 63 
. per gress.. 6% 
= ag per gross... $83 


SHEARS, TINNERS & 
MACHINISTS’ 
WHR cc ccdescstcdie ce ccssGQD C8 


Lennex Threatiess 
No. 18 gee gesestye sess esis GRD 


(ft. o b. Marshalltown, Iowa. 


Peerless Steel Squaring 
ae A + i ag ga. cap.....16 
2—36", CAD..«««- 
4—62", 18 — cap.....16 
10—120", 22 ga. cap...1i 
4A—62", 16 = cap...156 

Cast Iron Foot Power 

No. 01—30", 18 ga. cap....15% 


Power Driven 
No. 100 Series, 2 Shaft Drive. 
No. 142—42%, 18 ga. cap...16 
(No. 200 Series, 2 Shaft Under- 
neath Drive. 
To, 300 deren 
(No. 
neath 
No, 342—42", 10 ga. cap... 189 
No. 372—72”, 10 fa. oat gd 
(No. 500 Se 3 Shaft 
No. t96—967, 10 ga. 
o. 
(No. 600 Series, 8 
neath Drtve. 
No, 6120—120", 3/16” 


4 ga. cap...16% 
8 Shaft Under- 


--15% 
nder- 


cap. .164 


PTTTITiCTT.. a 1 
& 


Clover 
ational 
Star 


TOP ee eee eee Pee eee eee) 


eee eee eee eeee 


and Bevel 
ecbecceesces dos. $6 06 
Winter cccccccedeome 


STOPPERS, FLUE 
Common ..........per dos. § 
No. 1........-per dos. 
Gem, flat, No. per dos. 
VENTILATORS 
cvcesiccocecesdD OO OG 


Standard 


Plain annealed wire, No. 8 
per 160 Ibe. .......0+.++-88 O08 
Galvenseeé barb De . 8 


cloth—! 
ft.... 3 18 
oat weight spool, per 


60 Iba. er rey | t 
Galvanized Hog Wire, 80 s 
eabeel, BOE gBOOl 

per 100 Ibs. 
Stove Pipe, per 


stone....... 1 18 


5 
z 

sysnsess 

ssssssss 


EEE Ett 
RERERER? 
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ART METAL 
CEILINGS 
and 
SIDE WALLS 
The kind that sell and satisfy 


have just recently issued a new 108-page book of 

new designs—patterns that are up-to-date and good 

i We use only high grade metals and our ma- 
chinery is the latest and best, producing clearly stamped 


Friedley-Voshardt Metal Ceilings are easy to erect—they 
fit and stay put—they sell and satisfy. 


¥ 





If you have not received a copy of our new catalog write 
for your copy today. 
ZINC—COPPER—LEAD 


STAMPINGS 


are specialists in the field of Sheet Metal 
Prt Anak Ornaments. Write for our catalog. 


F riedley-Voshardt Co. 


Factory: 
733-737 = Halsted St. 761-777 Mather Street 
CHICAGO, ILLINOIS 








The Double-Duty BRAKE SHEAR 


Always Ready for Use— 
Rapid—Clean Cutting 


Cuts 20 gauge and 
lighter straight as a 
Power Shear 


Simple—Absolutely 
Reliable 


Folds up out of the way 
so brake work can be 
done 


Strong—Easy to attach 
—wWill last for years 


TRY IT TEN DAYS IN 
YOUR SHOP BEFORE 
YoU BUY 


DOUBLE-DUTY ELBOW COMPANY 
32 B So. La Salle Street Aurora, Il. 











WHEN you write to advertisers please 
mention that you saw it in 
AMERICAN ARTISAN 











Borers: BP aro ower Fan’s 
—Only ar onl 
Siphonage 
perfect nvtallation 

and yt 

only scientific sub- 
blowers and other 
OM 


Prompt Shipment 
ener ant 
entilator Mfrs. SOMEANY 
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R the customer who wants a 
Screw Wrench todo all sorts of 
work—to stand up under all kinds 
of strains—the Coes Steel Handle 
is the kind to sell. 


An all-steel wrench, properly heat 
treated, wearing parts hardened. 
The ideal wrench for “‘all-’round 
rough use.” 


How is Your Steel-Handle Stock? 


Coes Wrench Co. 


ESTABLISHED 1841 IN 
Worcester, Mass. 


3 C McCARTY & CO.,29 Murray Street, New York 
JOHN H. GRAHAM & CO., 

113 Chambers St., New York 
FENWICK FRERES, 8 Rue de Recroy, Paris, France 











































WRITE FOR PARTICULARS 
ECONOMY 
VENTILATOR 


Y STOCK THEM! 
Write for quantity 
discount. 


CHICAGO STEEL CORNICE BRAKES 


STANDARD OF THE WORLD 


DREIS & KRUMP MFG. CO., 7404 Loomis Street ,CHICAGO 



















UMULNAALLLeennunenagaggercesccaencnsant tt 





Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 
Made of Costs no more 


PEORIA, ILLINOIS 


owe Bearing 
CLARK-SMITH HARDWARE Co. 








Therefore 
Cheaper 








When writing mention AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 





Asbestos » 
Gall Mountain Co., Chicago, Ill. 


Asbestos Products. 
Gall Mountain Co., Chicago, Ml. 


Bale Ties. 
American Steel & Wire Co., 
Chicago, fil. 


Zirk-Latty M 
oo Cleveland, Ohio 


Dreis & Krump Mfg. Go. 
Chicago, 


Brakes—Cornice. 
Dreis & Krump Mfg. Co., 


mh. 


Tm. 
Brass and Copper. 
Copper & Brass Research As- 
s —- be Ce New York 
, Pittsburgh, Pa. 

Merchant & ams 
hiladeiphia, Pa. 


Cans—Garbage. 
Osborn Co., The J. M. & L. A. 
Cleveland, 


Gnio 
Gustings—tiatentie. 
Fanner Mfg. .. Cleveland, Okie 
Ceilinge— Metal. 

Friedley-Voshardt Co., 


Chicago, ML 


Hopson & Co. AA a 


Milwaukee Corrugesas Co., 
Milwaukee, Wis. 


Wheelin Corrug: ti 
' Whesttce.” Ww. Va 


Fanner Mfg. Co., Cleveland, Okie 


Chain—Sash. 
Parker-Kal Corp. 
one as lew York, N. ¥. 


Lewisburg. Pa. 


Sturtevant, Boston, Masa 


ey © et 


Cleaners—Suction. 
Brown, Wm. R. Buffalo, N. Y. 
Sturtevant, Boston, Mase. 
Clinker 
Federal Mfg. c., Helland, Mich. 
Copper & Broad Mencarch As- 


e New York 
Pittsburgh, Pa. 


Friediey veounde On, 
Chicago, TL 


Milwaukee Corrugating 
atte Scfeosiet wie 


Damper —— 
8S. M. Howes Co., 


Charlestown, 


Diffuser—Air Duct. 
Aeolus-Dickinson Co., 
Chicago, Tl. 


Doers— Metal. 
David Lupton’s Sons Co., 
Philadelphia, Pa. 


Eaves Trough. 
prmetmicce | 


Berger Bros. Oo, 

Berger Co., L. D., 
Philadel 

Clark-Smith Hardware 


Lupton’s Sons Co., David, ins 
Milwaukee 

ilwa' Wis. 
New Jersey Zinc goue Co., 


a N. Y. 
heeling, W. Va. 
Elbows and 5 
American Rolli 1 Co., 
etown, Ohio 
Barnes Zinc Products Co., 
Chicago, Til. 


sociation, 
Hussey & Co., C. 


Allred Mfg. Corrugating 
Milwaukee 


Pa. 
1. 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Double-Duty Co Da Co., geen. Ti. 


pton’s So 
a corrubht ti indelpbia, 5 
Milwa' 'o 
iiwaukes, Wis. 


Enamel Wire. 
iT & Mfg. Co., 
Lelance Grosjean 4 im 


Wood Faces—Cold = 
American Wood Register C 
Piymouth, Ind. 
Baglesfield Ventilator Co., 
Indianapolis, Ind. 
Marsh Lumber Co., Dover, Ohio 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


American Steel & Wire 
Chisase, Th. 


Flue Thimbles. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Furnace Brushes. 


Hardware Specialty Co., 
Fort Wayne, Ind. 


Furnace 
Connors Paint Mfg. Co., rey, 3a 


y, N. Y. 
Milwaukee Corrugating 
Mil 


yo 
waukee, Wis. 
Pecora Paint Co., 
Philadelphia, Pa. 


Furnace Rings. 
Independent Regier and Mfg. 
eveland, Ohio 
Milwaukee Cevdaniion Co., 
Milwaukee, Wis. 


Walworth Run wey, a5, Oni 
evelan ts) 


Furnace Fans. 
Heating Systems & oupply Co., 
feago, Iil. 
Warm Air Furnace Fan Co., e 
Cleveland, Ohio 


Furnaces—Warm Alr. 
American Furnace Co., 
—— Mo. 


+ 
American ace * & Fu 
Co., 


Gccomtumton, Ti. 

Brillion tron W: 
Brillion, Wis. 

Chicago Furnace Supply Co., an 
Cleveland Cooperative Stove Co., 
‘Col-Burn Heater Co. Chicago Ti, 
Coa Stove Co., Abram, 
Peoria, Il. 


Excelsior Steel Furnace Co., = 
Floral City Heater Co., 


Heating Systems & Su ly ca, 


Col 
International Heater Co., 


N. Y. 

Kruse Co., Indiana Ind. 

Lamneck Co., W. S — ae 
umbus, 

Langenberg Mfg. Co., . 

St. Louis, Mo 


Marshall! ay N. ¥. 
use, 

Liberty oat. ae a 

Marshalitown Heater t Co., 1 


Ma rshalltown, Iowa 
May-Fiebeger or, Co., ons 
Meyer Furnace Co., x 


Monitor Furnace Co. 1434 

Cincinnati, Ohio 

Mt. Vernon ern Vern ~*~ 
Mueller Furnace , “t yg 

ain. Wis. 


Oakiand Foundry 
leville fl. 


Peninsular Stove Co., 
Petroit, Mich 


Richardson & Boynton Co. 
New York, N. Y. 
Robinson Furnace Co., 


Chicago, Ill. 
rs on Mich. 
nee Heater Co., povefiand, Onio 

1 Bros. Co., 


Crestlize, Onie 
Scheat & Sons Co. J., 
Miiwaukee, Wis. 
Security Stove & Mfg. Co., 
Kansas . Mo. 


ci 
Standard Foundry & Mfg. » 
b, Til. 


Standard Furnace & Supply Co., 
Omaha, Neb 


St. Clair Foundry Corporation, 
Belleville, Il. 
St. Louis Heating Co., 
St. Louis, Mo. 
Success Heater Mfg. SS 
oines, Iowa 


Thatcher Co., 
Utica 


Heater Co., Utica, N. Y. 
uw. 


ise Furnace Co., 
Williamson Heater Co., 
Cincinnati, Ohio 


Metal. 
ting Co., 
lwaukee, 


Milwaukee 
Wis. 


Glass— Wire. 
David Lupton’s Sons Co., 
Philadelphia, Pa. 


Williams Hardware Co., 
Streator, Ill. 


Grilles. 
Hart & Goohe, Co., 
New Brees. ~— 
Independent ay Mfg. Co. 
Cleveland, Ohio 
Tuttle & Bailey Mfg. Co., 
Chicago, Ti. 


Boller. 
Berger Bros. Co., 
Philadeiphia, Pa. 


ves Trough. 


Berger . L. D., 
Philadelphia, Pa. 
Hopson & Co., W. C., 
Grand Rapids, Mich. 
Milwaukee Co’ ting Co., 
Iwaukee, Wis. 


H e 
Fox Furnace Co., Elyria, Ohio 
Gray & Dudley Co., 
Nashville, Tenn. 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Peninsular Stove Co., 
sam Mich. 
Waterman-Waterbury Co. 
Minneapolis, Minn. 


Heaters—School 
Floral City Heater Co., 


Monroe, Mich. 
Hero Furnace Co., Til. 
Meyer Furnace Co., e, 


Ti. 

Standard Furnace & Supply Be 
Waterman-Waterbury 7 

Minneapolis, ° Minn. 


Lf 
Berger Co., L. D., 
Philadelphia, Pa. 


Humidifiers 
Nationa! Air = 2. 
Minneapolis, Mipa. 


Jobbers—Hard ware. 
Clark-Smith Hardware Co., 
Peoria, fil. 


Lal & (bay 
ance . 
A Th. 


Peck, Stow & py beer Co., oie 

Ryerson & Son, Inc., Joseph Sa 

Dane m,n ee 

Rockforé, Ill. 

Whitney Metal Tool es m 
Metals—Perforated. 

eaygetagten & King *Chicage, Th 


Miters. 
Friedley-Voshardt Co., 


Milwaukee oe Co., 


Braden M 
és. Terre Haute, Ind 
David Lupton’s Bons Co.. 


Milwaukee Corrugating —” ™ 
_ Milwaukee, Wie 
Nalls—Hardened Masonry. 

Parker-Kalon Co., New York, N. ¥ 

NaHs—Slating. 

Huesey a Co., Cc. G., 

Pittsburgh, Ps 


Naile—Wire. 
American Steel & Wire Co., 
Chicago, Di! 


ou a 
Security Stove & Mfg. 
eh Basvas City, Me 


Geunmente Ghost Metal. 
Friedley- Voshardt ; _ 


Gorcch Bros. Mts, Ge ee 


Milwaukee Corrugating Co., wee 


Mfg. Co. - 
nore Pain . Wm » 
Con t 


Pecora Paint Ce. 
Philadelphia, P= 


co yl ™m 
Works. : 
Troy, N. Y¥ 


SaaS, Pettere 
Pipe and 
Chicago Furnace Co., m 
Racelstor Stecl Furness Co. m. 


omar aor 


Lamneck w. 

neck Co., 

ae ™. 

Milwaukee Corrugating 

Mueller Furnace L. J., 
Mak A. 

Osborn Co., The J. ; 

Robinson Furnace Co., 


Standard Furnace & ees 
gives oa hte. Co. Tndianapatin 1 om 


Chicago, 
Nese a Bee. Oo, Poenas Tt 
Milwaukee Ce., 


Lath—Expanded Metal. 
Milwaukee C ting Co., 
Siiwaukee. Wis. Clark-Smit 


Machines—Crimping. 
Bertsch & Co., 


— 


Ind. 





aR. _ eae City, Ind. 


Machines—Tinsmiths’. 
Bertsch & Co., 
cu. Ind. 


23% ms Oak Park, 1. 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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CHICAGO STEEL SLITTING SHEAR 


LIGHT—POWERFUL 
DURABLE 


Capacity 10 gauge sheets 
Any Length or Width 
Flat Bars 3/16x2” 
Weight 22 pounds 

— $12.50 Net 



















SAVE MONEY f 
Use Serpentine \ 
SHEAR | 











For Curved Cutting 
Bulletin 13355 
ape 
Be sure the letter is on all your pun- | 
@ JosePu T. Rrerson & Son wm ¢ 
ches and dies. They are made in our own factory Cheapo |. Manatee, SH lem Lt 


and are genuine. 
Write for Prices. 


Street WHITNEY METAL TOOL CO. 95 Forbes at" 
93 Forbes ROCKFORD, ILLINOIS Sweet 2 


electrical, ro barbed, 
MARSHALLTOWN WIRE plain nails (bright and 
eee fom a 


ERE is a machine that will do ; 7 
H all af sheet cutting. It takes posts, steel gates, trolley wire, rail bonds, flat 
sheets of any size and does accurate wire (strip steel), piano wire, round and odd- 
work quickly. It is our No. 18 Hand shaped wire, screw stock, concrete reinforcement. 
Power Shear, the size for the av- Aarial Tramways. 


erage shop. It is high grade 
enna being made of the Illustrated Books describing uses, Free 


strongest and toughest metals. 
It sells at a price which makes it Am Steel & Wi 
ern for you to own one NOW. erican re 
Address Dept. A. A. and ask for cate- 
No. Coveret Rieke” log and price list SSS. a Birmingham te si Company 
MARSHALLTOWN MFG. CO., Marshalltown, Iowa | Sen Francions Loe Angeles Portland Seatt 

































































TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it, sheets can be squared, trimmed 
or slit. 

We make a complete line of 
shears, punches and bending rolls, i 
all sizes for hand or belt drive. 
Write for Catalog “Ss.” 


BERTSCH & COMPANY Cambridge City, ind 








C. G. HUSSEY & CO. 
Rolling Mills ond ( Office, eens cola a 
SnEr SOFTER. REPOS eat ve cot nue Se NPE 


VES TROUG WS, SHOES, 5 ATED 
COrrEeR SH 4 a ty COPPER SHEETS, COPPER WALL 


Gransh Waretqusseds in New Yo Philadelphia, Cincinnati & Chicago 
Member, © oe ee ‘Association 


‘STANDARD’ 


VENTILATOR «nd CHIMNEY CAP 


Mention AMERICAN ARTISAN in your > reply—Thank you! 
































= / 


OES stacks, swings f i 
DoS e ce ek 
svat ad wet lc combuation tobe had Has 
— eabeguas illite ar abir pikes cnll tahtien tatho. 
Manafactured by 


STANDARD RD VENTILATOR co. 


. 2 
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Poste—Steel Fence. 
American Steel & Wire Co., 
Chicago, Ii. 
Punches. 


Bertsch & Co., 
Cambridge City, Ind. 


Parker-Kalon lc 
ew York, N. Y. 
Peck, Stow & bbe Co., 
a Conn. 
Whitney Mfg. Co., W. 
Rockford, Il. 
Whitney Metal Tool Co., 
Rockford, Til. 


Punches—Combination Bench and 
Hand. 
Parker-Kalon Co 
whi Metal Tool C oy I > 
tney e ° m. 
Whitney Mfg. Co., wes A. 
Rockford, Ill. 
Punches—Hand. 


Whitn Metal Tool Co. 
ad Rockford, Ml. 
Whitney Mfg. Co., W. A.. m. 


Putty—Stove 


Paint Mfg. Co., Wm. 
Cennors n ts vn. ¥. 


—— © pnitadelphia, Pa. 


— New York, N. 
Radio—Sets and Supplies. 
Williams Hardware Co., 
Streator, Ill. 
Banges—Combination Gas & Coal 


Cox Steve Co., Abram, 
Philadelphia-Chicago 


Quick Meal Stove o Mo. 
Thatcher Co., , a. N. J. 


Y. 


lwaukee, Wis. 
Robinson Furnace Co., m. 
Rech tetané Regine: <e . m 


Stearns Register Co. — 
Tuttle & Bailey Mfg. Con 
Chic mL 


United States Register 
Battle Grea, Mich. 


Walworth Run 
ss ee Ohio 


Registers— Wood. 
American Wood Co., 
ymouth, Ind. 


Chicago Furnace 8u a 


Eaglesfield Ventilator Co., 
Indianapolis, Ind. 


Regulators—Damper. 
Pe Se van, &. & 
Repaire—Stove and Furnace. 
Messier Co., H. E., 


N. Y. 
Nerthwestern Stove heonir Co, 
Chicago, Il. 





Ridging. 
American Rolling Mill Co., 
Middletown, Ohio 
David Lupton’s Sons Co. 
Philadel} —o Pa. 
Milwaukee Corrugating 
iMilwauhes, Wis. 


Riv 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Roasters. 
Lalance & Grosjean Mite. Co., 


cago, Ill. 


Kirk-Latty Mfg. Co., — 
Cleveland, Ohio 


Rollse— le 
Bertsch & Co., 
Cambridge City, Ind. 


Roofing Cement 
Connors Paint Mfg. Co., Wm., 
Troy, N. ¥ 
Pecora Paint Co., 


Philadeiphia, Pa. 
—F lashing. 
Hessler Co., H. E., Syracuse, N. ¥ 


Milwaukee Corrugating Co., 
Mi lwaukee, Wis. 


apy oy and Steel. 
American a * Mill 


Co., 
\ddietown, Ohio 
Cortright Metal Roofin — 
Ph Liphia, Pa. 


Friedley-Voshardt con 


Chicago, Til. 
Inland Steel Co., nee I. 
Merchant & Evans 
itwesmes © Philadel hia, Pa. 
ilwaukee errugs ng 
Milwaukee, Wis. 
National Enameling and | ~ay 
Ce., Granite ow es Wo 
~ City, DL 
Osborn Co., The J. “ue 
Cleveland, Ohio 


Wheell Corrugating Co., 
- Wheeling, W. Va. 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Roofing—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Rubbish 
Bart & Cooiey Co., 
New Britain, Conn. 


Sal—Ammoniac. 
Specials Chemicals Co., 
f 7, Highland Park, Ill. 
Schools—Sheet Metal Pattern 
St. Louis Technical Institute, 
St. Louis, Mo. 
Schoole—Warm Air Heating. 
Northern Institute, 
Cleveland, Ohio 
Parker-Kal Corp., 208% 
- on 
= New York, N. Y. 


Screens—Perforated Metal. 
ns nanan & King Pustengses 


icago 
Shears—Hand and Power. 
Double-Duty Elbow Co., Aurora, Ill. 
Marshalltown Mfg. 
Marshalltown, Iowa 
Peck, Stow & oe Co., 
hington, Conn. 


Sout 
Ryerson & Son, Inc., Joseph T., 
Ch Tih 


Unishear Co., The, New York 

Viking Shear Co., Brie, Pa. 

Sheets—Black and 

American Rolling Mill Co., 
Middletown, Ohio 


vis Co., Inc., C. 8., Chicago, Ill. 
ae Be City Stes] Works, 


Granite City, Il. 
Inland Steel Co., Chicago, Ill. 
Merchant & 


lana, Ohio 
Ryerson & Son, Inc., Joseph 


Taylor Co., N. & G., 

Whesting Corrugling Gn 
eeling ng Co., 

Wheeling, W. Va. 

American Roll Mill Co. 


iddletown, Ohio 
Merchant & Evans 
Philadelphia, Pa. 


Davis Co., , C. &., Chicago, Ill. 
Granite Chey. Sieei Works, 

Granite City, Ill. 
Merchant & Evans 


hiladelphia. Pa. 


Nationa] Enameiing and Stamping 
0., Granite City, Ill. 
Taylor Co., N. & G 


Philadelphia, Pa. 


Sheetse—Zinc. 
New Jersey Zine Sales Co., The, 
New York, N. Y 
Shingles and wr a 
Cortright Metal Roofing Co 
Philadelphia, Pa. 
Hopson & Co., W. C., 
Grand Rapids, Mich. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Wheeling Co ting Co., 
ling, W. Va. 
Sal! Mountain Co., Chicago, Il. 


Shingles—Zinc. 
Milwaukee Corrugating Co,, 
Milwaukee, Wis. 


Ash. 
G. W., 
Chicago, IL 
Sky ,~-y 
David Lupton’s , ~*~ 
Mil kee C Phitedelj ~achane 
waukee Co 
pipe Milwaukee, Wis. 
Iron. 


Smoke Pi 
Heating Systems & Supply Co., 
Chicago, 


Diener Mfg. Co., 


Ti. 


Peck, Stow & W Wiieox Co. 
Southington Conn. 


Chicago Solder Chicago, Ill 
Double-Duty Elbow O° Aurora, Il. 
Milwaukee Corruga ting Co., 

Milwaukee, Wis. 
8. L. Products Co. 


Council Bluffs, Iowa 


Solder—Al 
8. L. Products Co., 
Council Bluffs, Iowa 


Furnaces. 
Bernz rag Newark, N. J. 
ering Furnace Co., 
oye Ohio 


Burgess Sold 
Clayton & Lambert M 

ae Mich. 
Chicago, Ti. 


Diener Mfg. Co., G. W. 
Double Blast Mfg. Co., 
Chicago, [Il. 


North 
Quick Meal Stove Co., 
St. Louls, Mo. 
Thermo Gas Furnace Co., 
Chicago, Ill. 


e-Duty Elbow Co., Aurora, Ill. 
Chemicals Co., 
BHighiand Park, Ill. 


Diener Mig. Co, @ Wa 


“Ghicago, i. 
Hessler Co., H. E., Syracuse, N. 


Iron Cleaning. 
Co., Cleveland, Ohio 


Dou 
Spec 


Stars— 
Fanner Mfg. 


Friedley-Voshardt " 
Chicago, Til. 
Gerock Bros. Mfg. Co., 

St. Louis, Mo. 


Steel Stampings. 
American Tube & Stamping Co., 
-Bridgeport, Conn. 


Stove Pipe Reducers. 
Allred Mfg. Co., Indianapolis, Ind. 
Corrugat 


Milwaukee 
Milwaukee, Wis. 
Stoves—Camp. 
Quick Meal Stove Co., 
St. Louis, Mo. 
and Oil. 


Stoves—Gasoline 
Quick Meal Stove Co., 
St. Louis, Mo. 
Reps Heater edt Clyde, Ohio 
Cleveland ge Eh F Stove Co., 
Cleveland, Ohio 
Cox Stove Co., Abram 
Philadelphia, Pa. 
Gray & Dudley Co., 
Nashville, Tenn. 
Oakland Foundry C 
‘Beltevitie, Til, 


Peninsular Stove Co., 
Detroit, Mich. 
Quick Meal Stove 


is, Mo. 
Thatcher Co., Newark, N. J. 


American Steel & Wire . 
Chicago, T!! 


When writing mention AMERICAN ARTISAN—Thank you! 


Tile Cement—Elastic. 
Pecora Paint Co. 
Philadelphia, Pa 


Davis Co., Inc, C. 8., Chicago, Il. 
Granite City Steel Works, 

Granite ada Ti. 
Milwaukee Corregatine GS. 

waukee, Wis 

ae Beene wy ® Stamping 
a City, Ill. 
Osborn Co., The J. M. & L. A., 

Cleveland, Obto 


Taylor Co., N. & G., 
Philadelphia, Ps 
Harringt & King Perf 
ington e ponting 
Co., Chicago, Tl 
Toole—Tinsmith’s. 
— Cambridge City, Ind 
Chicago Elbow Machine ~~ 
Oak a Peck, mn 
Dreis & Krump Mfg. Co., 
F cates mh 
Great Lakes monty & 
South Chicago, m 
Hopson & Co., W. C., 
Rapids, Mich 
Marshalltown Mfg. Co., 
— Iowa 
Osborn Co., The J. M. & 
—— Obie 
Peck, Stow & Wilcox Co. 
Ryerson & Son, Inc., Joseph on 
Unishear Co., The, New "Brie. Pe Y. 
Were Sheer So" w. An 
Whit Metal moos Be cout 
ney 
Rockford, m 
Berns Co., Otto Newark, N. J 
Burgess Soldering Furnace Co., 
Colum’ Ohio 
Clayton & Lambert Mfg. 


Detroit, Mich. 

Diener Mfg. Co., G. W., = 
Double Blast 

Nes Seen “Gutcage, ™ 


Quick Meal gtore'Ge o 
St. Louis, Mo 
Copper & Brass Research As- 
sociation, New York, N. Y. 
Steel Extension 
Committee, Pittsburgh, Pa 
Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Obie 
Arex Company Chicago, Ik 
Acolus Dickinson Co., Chicago, Il. 
e elphia, Ps 
Friedley-Voshardt Co., m 
Hopson & Ce., W. C. 
Mich 


David Lupton’s Sons 
Philadeiphia, Pa 
Milwaukee 


I Wie 
Royal Ventilator Co., jwenkes, 
Philadelphia, Pa. 
Standard Ventilator Co., 
on, anes 


Sturtevant Co., 


Ventilators—Ceiling 
Bagiesfield Ventilator Co., 


Indianapolis, Ind 
Hart & Cooley Co., 
ra ve 4 her Conn 
mry rnace Fay. 

Cleveland, Ohie 
Independent Register Co. 

Cleveland, Ohio 
Tuttle & Bailey Mfg. Co., 


David Lupton’s Sons 
Philadetphia, Pa 


Wire—Electrical. 
American Steel & Wire Co., 


Chicago, Ii 
Wire 
American Steel a'Whe Co., 
Chicago, 11). 
Wire 
American Steel & Wire Co., 
cago, Mi. 
Wrenches. 
Coes Wrench Co., 
Worcester, Mass. 
Peru, Ml. 


Zine. 
Merchant & Evans Co., 


Philadelphia, Pa. 
New Jersey Zinc Co., The, 
New York, N. Y. 











a 
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aes dealers. 
em Jue 


“For Sale—Piumbing, furnace and sheet 
metal business. Central Western Illinois 
city of 3,500; growing fast; on Ocean to 
Ocean hwy.; water works and sewer just 
completed; big demand for plumbing and 

s; 35 warm air furnaces will be sold, 
fare 15 assured. Complete outfit of— 
plumbers’ tools and tinners’ tools, nothing 
to be bought; business established. Li- 
censed master plumber and furnace ex- 
pert; will stay and draw wages only 
when at work; well acquainted with 
trade; owns home. Brick room located 
on hardwood 20x70, cement floor in 
work room, show room very light; rent, 
phone, light and heat $18.00 per month. 
Will invoice, about $1,500; $1,000 
balance six months, secured. Freight 
reasonable, from St. Louis by river 12 
hours, Chicago 48 hours; not necessary 
to carry large stock. People prosperous; 
six churches, splendid schools, factories, 
beautiful city, house rents reasonable. 
Must go west, real estate vestments 





need attention. Address B-59, re 
AMERICAN ARTISAN, 620 South Mich. 
igan Avenue, Chicago, Illinois. 16-3t 





For Sale — Combination plumbing and 
tinshop in one of the toy est — of 
3,500 population in Co o. On paved 
highway to Denver, at the foot of the 
mountains, on the main a bigawey to Den- 
ver mountain parks. climate sum-— 
mer and winter. te. oor ames this 
dandy busy shop, I am foins into the 
manufacturin, ng business. year was 
considered a dull year, but this doo aver-— 
aged better than $1,000 per month. Plenty 
of work for plumbers and tinners the 
year around. Machines and tools practi- 
cally new. A dandy ——— including 
1925 Ford ton truck. op is on main 
business street. Fine location and 
opportunity for a hardware store if de— 
sired. Only one other shop in town. 
Stock, tools and machines will invoice 
about $2,750. Better act quick if you want 
a dandy, clean, up-to-date paying busi- 
ness in a nice clean town with paved 
streets. New $200,000 high school. Ad- 
dress B-67, care AMERICAN ARTISAN, 
= South Michigan Avenue, Chicago, i: 
nois. 


For Sale—Retiring. Have a small stock 
of hardware. Complete set of tinners’ 
tools. All fixtures and shelving, safe, etc. 
Long established. Hope you wi 
Twenty minutes from the loop. 2136 Lar- 
rabee Street, Chicago, Illinois. 15-3t 


For Sale—Weatherly’s Furnace and 
o — works = 7 , 

opportun ‘or —- mee 

Long establi lished and a aay vi location 1 

of selling. Address C. 8. 

Weatherly, 949 Cherry Street, S. E., 

Grand Rapids, Michigan. 14-38t 
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SITUATION WANTED 





r Sale—Only venting shop in town 
at 1400. Children hing high school. 
Wishes to move to a e town. Will 
sacrifice for quick sale. umbing, heat- 
ing, sheet metal, windmills and engines. 
Cleared $3. ,000 last year. Stock about 
000. Will sell Ce, and building for 7 ~ 
_ A real chance for a live man. Ad- 
ss B56. care AMERICAN ARTISAN, 
620 ‘South Michigan Avenue, Chicago, tt 
no 


For Sale — Auto radiator and —_ 
metal business, panes machines, tools 
and stock. Old established in city of 
35,000 population. First-class location in 
Wisconsin. The only u te radiator 
shop in city. Doing from $800 to $1,000 
per month. Reason for selling, on = 
count r health. Address 
AMERICAN ARTISAN, 620 South "Mich- 
= Avenue, Chicago, Mlinois. 13-3t 


Sale—A hardware business; — 
tively the biggest opportunity and choic- 
est location in northern Illinois. Commun- 
ity growing faster than a Florida boom. 
Owner wants to devote more time to his 

rapidly growing ns business. In- 
vo ce about Terms. Address B- 

care ERICAN ARTISAN, 620 

South Michigan Avenue, Chicago, > 











For Sale—By reason of an overstock we 
are offeri Lone 400-egg Queen incubator 
and two ray. 3 each round Simplicity 
memati ~ e special price of only 
$64. Iso be sold separately if so 
d E , V are entirely new stock. 
Address John Albers & Co., Fort Lora- 
mie, Ohio. 15-3t 


For Sale—On account of other interests 
es all my time, will sell well estab— 
lish going sheet metal and furnace 
business in prosperous Wisconsin city of 
10,000 population. Liberal terms and full 
co-operation. Address B—-65, care AMER- 
ICAN ARTISAN, 620 South Michigan 








Avenue, Chicago, Illinois. 16-3t 
For “ee ts poy for shee’ 
metal shop. ro pm 

h brake, @rill press, mandrill, 2 


nc 
Whitney punches, 2 benches, ladders and 
aumnesess small tools. Complete outfit at 
in. Write at once. . A. Stevens, 
616 Barry Avenue, Chicago, Illinois. 14-3t 


HELP WANTED 


Wanted—An all around plumber and 
sheet metal man, familiar with work in 
a small town. Only Fm, in a village of 
2,000, near Detroit. Steady work for the 
right c Must not — li r. . 


pected. Addr 9, 
ICAN ARTISAN 7620 South “Michie 
gan Avenue, Chicago, 14-3t 


Wanted—Combination er and tin- 
ner. One that understands furnace by 
Also steamfitter, an all-around man 
is a steady year-around job for the ee 
man. Please state wages expected. in 
letter. Address B45, care AM 
ARTISAN, 620 South Michigan yo oN 
Chicago, ois. 13-3t 











Situation Wasted Younes man with 16 
years’ experience ss heating 
and tinning. Would like steady job the 
year around with some reliable firm. No 
job too ‘p and none too small. Have 
Iowa and Illinois plumbers license. Can 
come by June 15th or sooner if neces-— 
sary. Please state particulars when an- 
swering as to wages, hours if steady 
work. Get in touch with me at once if 
you want a reliable man. Can read blue 
prints and run a shop. Address B-60, 
eare AMERICAN SAN, 620 South 
Michigan Avenue, Chicago, wR. 





Situation Wanted — By a combination 
sheet metal worker, plumber and ve 
fitter with 20 years’ experience. ve 
been in one place for over nine years. Do 
not use tobacco or liquor in any form. 
Can furnish the best of references as to 
character and workmanship. State wages 
and hours in first letter. Only uy oo 
employment considered. 
care AMERICAN ARTISAN, "520 South 
Michigan Avenue, Chicago, Illinois. 14-3t 





Situation Wanted—By tinner and fur- 
nace man who can do plumbing. Twenty 
years’ experience; cut own patterns. 
Have had experience with hardware. 
Wages and location not considered; I am 
married and wish ateney position. Can 
come at once. Would like to hear from 
someone — for a good man. Ad- 
dress J. R. Alexander, 313 Bridge St., 
Crookston, Minnesota. 16-3t 





Situation Wanted — By a first-class 
sheet metal worker. Am able to lay out 
my own work. Can do inside and outside 
work. Am sober and reliable. 
sition. Have had 15 years’ experience. 
Kindly state wages, hours and class of 
work you do in t letter. San ont come at 
once. Address G. W. Mills, 217 East Du- 
bail Avenue, South Bend, Indiana. e8t 





Situation Wanted — By sheet peotal 
worker and furnace man, stove repai 
Have had four years’ experience in 
ware store and selling farm machinery. 
Prefer western Montana, northern Idaho 
or Washington. 44 years of ose. 
Can start after the first week in 
Address Geo. W. Burton, P. O. Box 1 
Anaconda, Montana. 15-3t 





Situation Wanted—By first class sheet 
metal worker, plumber ond furnace in- 
ae, Also radiator iring and 

Fg repairing. Woule like stead 
tion where there is Am 4 of wor 
adress B-41, care CAN ARTI- 
SAN, 620 - Michigan Avenue, Chi- 
cago, Illinois. 13-3t. 


HL 








Situation Wanted—As branch manager 
or foreman for a reliable moist air heat- 
ing firm. Am 2% years of — 8 
not use 


Halifax Avenue South, Minneapolis, Min- 
nesota. 12-3t 





of sheet metal 
None other need a 
Bh A wi care AMERICAN - 
GAN “tao & South Michigan Avenue, Aa 1 
cago, Iilinois 
Wanted—A first class sheet a 
worker; experienced in cafeteria and kit- 
chen equipment. Steady job for com-— 
petent man. Address Omaha Fixture 
and Supply Co., 1101 Douglas St., Omaha, 
Nebras 16-3t 
Wanted—A first-class tinsmith and fur- 
nace man with some knowledge of plumb- 
- ¥ Steady job year around for right 
Non-union. Address Cloverland 
Sheet Metal Works, Iron River, Mich ’ 


““Wanted—A first class salesman to sell 
Maytag Washing Machines. Must be a 
hustler. House to house can and 
Sturm's Tin i Commission. Address 
Sturm’s Tin Shop, Macomb, Illinois. 14-3t 

““Wanted—First-class sheet metal worker 
-, once. Please state age, experience and 

onlesy, Tented in first letter. wr ply to H. 
eill, Sheet Metal Works, hester, 

Minnesota 16-3t 

Wa nted—Tinner and handy man. $20 
per week with two furnished rooms. Mar- 
ried man preferred. Address C. Eckhard, 
512 E. Broadway, Alton, Illinois. 15-3t 


aenttet-—Caton tinner; one who is ca- 
harge 

















Situation Wanted—By buyer and man- 
ager for retail hardware store. Have 
had 15 years’ experience in the retail 
hardware business; also 15 years’ 
cxperiense, Address B-46, care AMERI- 
CAN RTISAN, 620 South Mich 
Avenue, yn Illinois. 1 


peuation Wanted—By young. Gee man _ 
gate furnace factory, 
oa = metal trade, and owed “ie ie to 
in sho os nside and outside 
iy Addre -64, care AMERICAN 
ARTISAN 20 South Michigan Avenue, 
Chicago, Illinois. 14-8t 


Situation Wanted—By tinner and fur- 
nace installer. Prefer shop that also does 
radiator repairing. Address Tinner, 426 
South Chicago Avenue, Freeport, Illi- 
nois. 14-3t 


Situation Wanted—By a first-class sheet 
metal sae. Small town preferred. Ad- 
dress B-53, re AMERICAN ARTISAN, 
o pou ‘Michigan Avenue, Came, As 

nois om 


Situation Wanted — By a first-class 
tinner and furnace man, experienced in 
all branches of oe Lge re A 
referred. Address AMERI 

AN ARTISAN, 620 South” Michigan 
Avenue, Chicago, Illinois. 














Mention AMERICAN ARTISAN in your reply—Thank you! 
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SPECIAL NOTICES 








For Sale—Three tinning machines, dif-— 
ferent sizes; burring machine; bench 
shears; 30-in. forming rolis; beading ma-— 
chines; grooving machine; 2 wiring ma- 
chines; setting down machines; machine 
for seaming bottoms, several sizes; 1 
barfolder; 1 pipe folding machine; gutter 
beader and other small tools. First check 
for $60 gets them at once. These ma-— 
chines have standards. Address George 
Hasselbrinck, 707 S. Seminary, Princeton, 
Indiana. 16-3t 





For Sale—Slightly used, one 52 washer 
used for Comenstreaing last summer. Re- 
tails for $155, will let it go for only 
$119. One Myers store ladder ceiling 12 
ft. high. I hand Hiller elevator in 
ment 7 ft. high. 1 square shear 30” 
Pexto. Must sold next week. Ad- 
dress B-51, care AMERICAN ARTISAN, 
oe South Michigan Avenue, Chicago, Ba 
nois. 





For Sale—One sheet iron folder 30 in.; 
one set of forming rolls 30 in.; one smal! 
burring machine; one small turning ma- 
chine; one wiring machine; one large 
beading machine; one blow horn stake; 
one beakhorn stake. First draft ane 
$40.00 takes them. Address 
AMERICAN ARTISAN, 620 South "Mich. 
igan Avenue, Chicago, Illinois. 14-3t 





For Sale—8-ft. Concage steel brake, No 
4, for 18-gauge and lighter iron. Good as 
new; has not been used enough to scratch 
the paint but a little. zis. buys it. F. 
o. b. cars. Alse 20-inch P. 8S. & W. ad- 
justable bar folder; new; $20. Ad- 
dress B-58, care A ERICAN RTISAN, 
620 South Michigan Avenue, Chicago, Mli- 
nois. 15-3t 





For Sale—Very complete set of sheet 
metal tools and machinery; as new. 
Will consider selling this well established 
business in whole or rt. Price very 
reasonable. Location, ilwaukee. Wis— 
consin. Address B-55, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 14-3t 





r Sale—One Peck gtd Wilcox No. 


130 “‘A”’ yen 

$30.00. —— Metzger Sheet Metai 
Works, 144 N Edwards Street, Kala- 
mazoo, Michigan. 14-3t 





Wanted — Set of 30-inch squaring 
shears. Must be in good shape and a bar- 
gain for cash. Address B-66, care AMER- 
ICAN ARTISAN, 620 South ee 
Avenue, Chicago, Illinois. 16-3t 


Wanted—One 10-foot steel brake. one 
30-inch or 36-inch adjustable bar a 3 
Write Pioneer Cornice Wem, 150 N. 
5th St., Miami, Florida iss 


For Sale—One set of tinners’ tools in 
shape. Complete except brake. For 
nformation write J. A. Conrad, 860 Vine 
Street, Beloit, Wisconsin. 15-3t 


SPECIAL NOTICES 














rate of $3.06 per inch per in- 
sertion. 


ATENTS 


HUBERT E. PECK 
Patent Attorney 
Barrister Bidg., WASHINGTON, D. C. 








WANTED 


1—Power driven -circle shear and flanger. 
1—Set power driven forming rolls, \%” cap. 
1—Any length from 56’ 0” to 8’ 0”. 
1—Brake 80” capacity 14 gauge. 
1—Hand operated slitting shear, 4%” cap. 
All machines must be in a guaranteed con- 
dition. State capacity, and manufacturer's 
name, and place where machines may be in- 
spected. Address L-62, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 15-3t 


FOR SALE 


Weatherly’s Furnace and Sheet Metal 
Works in Grand Rapids, Michigan. A 
good opportunity for somebody. Long 
established and a good location. IIl 
health cause of selling. Address C. S. 
Weatherly, 949 Cherry Street, S. E., 
Grand Rapids, Michigan. 14-3t 


FOREMAN WANTED 


For Tin Fitting Department in large 
Furnace Fitting Factory. Location Mid- 
dlewest. . State age and experience. 
Address L-@, care AMERICAN 
ARTISAN, 620 South Michigan Ave- 
nue, Chicago, Illinois. 14-3t 





RETAIL FURNACE 
SALESMAN 


Experienced in Old House Business with a 
thorough knowledge of ae | engineering, 
desires to make a change. hicago terri- 
tory only. Capable of founding a furnace 
and cabinet heater organization. Address 
L-61, care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 16-3t 





SALESMEN WANTED 


We are looking for several 
good, wide-awake salesmen, not 
necessarily experienced in the 
furnace business, to represent a 
thoroughly established furnace 
line in Minnesota, central Wiscon- 
sin and northern Illinois. Please 
state qualifications and past expe- 
rience in first letter. Address L-63, 
care AMERICAN ARTISAN, 
620 South Michigan Avenue, 
Chicago, Illinois. 15-3t 





SALESMAN WANTED 


Experienced and 


successful 
stove and range salesman. Good 
proposition for a good man. Ad- 
dress Gray & Dudley Company, 
of Washington 
Nashville, 
Tennessee. 1-81 


Manufacturers 


Stoves and Ranges, 





WE WANT A MAN 


Who is thoroughly versed in all 
branches of Warm Air Heating. He 
must have sales experience and suffici- 
ent executive ability to act as Heat- 
ing Engineer. There will be traveling 
to do until the work is well organized. 
We prefer a man above 38 years of 
age. Must have tact, diplomacy and 
personality. All replies will be treated 
in strictest confidence. Address L-57, 
care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, 
Illinois. 13-3t 





WANTED 


At once, experienced representative 
to sell a high class and well known line 
of all kinds of stoves and furnaces in 
western New York. Address L-59, 
care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, 
Illinois. 14-3t 





WANTED 
SALESMANAGER 


wanted by large 
Must be in posi- 


Bastern salesmanager 
Gas Range Manufacturer. 
tion te do considerable traveling. Salary, 
bonus and expenses to right party. Apply 
giving full details. Address L-64, care 
AMERICAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Lilinois. 16-1t. 





1 


Manufacturers 
of 
Warm Air Heaters 


ERE’S the salesman 
you're looking for. 





for many years—yet he’s 
an up-to-date salesman 
who works every week of 
the year—rain or 


This salesman’s name is 
AMERICAN ARTISAN 


and you can secure his 
services at once. 


Write today and get com- 
lete details concerning 
oy ability to work for 
you and 
regular salesmen. 


your 




















When writing mention AMERICAN ARTISAN—Thank you! 








April 17, 1926 









Showing a lead fastened 
toa brick wall oi  PARKER- 
KALON Hardened MASONRY 
NAILS. Note how the nail be- 


comes embedded in the morlar. 














Hardened Masonry Nails are 
made in three sizes: —3/16" x 
1”, 2°19", 3°22". Fur- 
nished in an electro-galvanized 
finish. Packed 100 to a box; 
or in bulk, in kegs. 


AMERICAN ARTISAN AND HARDWARE RECORD 


When 


you're 
up against a brick wall 


Let PARKER-KALON Hardened MASONRY NAILS help you out—for 


these nails were expressly designed for the man who makes fastenings to brick, 


mortar, concrete, etc. 


Just think—here is a Nail that you 
can hammer right into mortar and 
similar masonry like you would an 
ordinary nail into wood. And in brick, 
or tough concrete, it is only necessary 
to drill a small hole to give the Nail a 
start. That is why they are far easier 
and cheaper to use than expansion 
bolts, lead anchors, hooks, spikes and 
other devices. You'll find dozens of 


jobs on which you can use Hardened 
Masonry Nails with worth while 
savings of time and labor. 


Send for free samples; or, better still, order 
a package of each size from your jobber and 
try them out on your next job. They're bound 
to save money for you. 


Parker-Kalon Corporation 


356 West 13th Street New York 


Parker Kalon 


Hardened 





Masonry Nails 


( PAT. FEB.26,1924.) 


The Only Nail Expressly Designed for Making 
Fastenings to Brick, Mortar, Concrete, etc. 








a 
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: SEvISED 
New x “NET = 


PRICES 


Net Prices iy 
Write Us if you i Mite oR 


. LDING 
don’t receive \\ BURoucTS 
your copy || Mitwan kee Corrugating 

Nil eas Co Pas 


wiscONSIN 





on KEE- 
Cig, Bee Ea Cros Coe 








hones “i 


Effective April 1st, 1926 
Use This Book Daily! 


HE latest Milcor Dealers’ Net Price Book is even more complete than previous 
editions have been—108 pages full of valuable data and prices—information you 
will want to consult every day—a book you will want to carry with you. 


Many sheet metal men carry the Milcor Net Price Book with them all the time. ‘It 
fits conveniently in your coat or hip pocket. You will find it a very practical help. It 
gives you exact data quickly. It safeguards every purchase you make in the sheet 
metal line—if you use it! 


Whether your order is small or large, you are assured of the highest quality and 
unequalled service when you specify Milcor Products—whether you order direct from 
our Milwaukee Plant or from our Branches at Chicago, Ill.; Kansas City, Mo., or 
La Crosse, Wis 


116 Pages of Vital Information for Sheet Metal Men. 


YOUR TRADE APPRECIATES MILCOR QUALITY 


MILWAUKEE CORRUGATING COMPANY 
MILWAUKEE, WIS., CHICAGO, ILL.. KANSAS CITY, MO., LA CROSSE, WIS. 
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